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>... FOUNDRY FILE 





MADE IN THESE BRANDS 
NICHOLSON ¢=° 


BLACK > DIAMOND 


McCAFFREY @) 











OPENED A NEW MARKET! 


Here’s another product of Nicholson File 
Company made to do a specific job better, faster 
and longer. The Foundry File was designed by 
us several years ago to meet extremely difficult 
filing conditions. It opened a wide market for 
distributors’ salesmen. 

Stock this file—bring out its many advantages 
when you call on plants who make or use large 
dies or rough castings. You will find them ready 
to buy. Nicholson File Company, Providence, R. L.. 
U. S. A. Canadian Plant, Port Hope, Ontario. 

Regularly ftur- 
nished in Bastard 
Cut. sizes 8 to 18". 
in Flat. Half Round. 
Round and Square. 
Same number of 


teeth per inch as 
regular files. 


NICHOLSON FILE CO. 4 File for Every Purpose 
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@ When it comes to high batting aver- 
ages, check in on Link-Belt power 
transmission equipment and see how 
mill supply distributors keep increasing 
their sales. The same opportunity is 
open to you—the same line will make 


money for you too! 


Get behind this line now. It is com- 


plete, including anti-friction and _ bab- 





bitted bearing pillow blocks, take-ups, 





clutches, couplings, collars, pulleys, 


gears, hangers, etc., as well as a full 






line of positive drives—silent and roller 


chain drives, speed reducers, and vari- 






able speed transmissions. 








LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia 
Atlanta San Francisco Toronto 


Ce ee ee eee ee ee ee ee 


Offices in Principal Cities 


LINK-BELT 


POWER TRANSMISSION 


® ¢ EQUIPMENT 
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Are you getting 
this business? 


There is a Big and 
Profitable Market for 


SKILSAW 
LT SANDERS 





Here is an item that will 
bring you added volume and profits! 
IT’S A WINNER, with the same customer appeal 
and engineering perfection and performance that char- 
acterize the entire SKILSAW line! 
In maintenance and production work . . . in the industrial, 
construction and institutional fields—the SKILSAW SANDER has 
* money saving appli- 





a definite acceptance and many “easy-to-prove’ 
cations. It produces better sanding results, it does the work easier, 
quicker and cheaper! Get behind the SKILSAW SANDER—talk it, 


demonstrate it—and you will build volume and win new customers. 


SKILSAW, INC. 
3310-20 Elston Avenue, Chicago 


214 E. 40th St.. New York @ 52 Brookline Ave., Boston @ 1429 Spring Garden, 
Philadelphia @ 1253 S. Flower St., Los Angeles @ 2065 Webster St., Oakland 





It’s the ONLY 
sander that is 
exclusively through 
supply distributors. 
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FACTORIES * CONTRACTORS * FARMERS * MINERS 
MACHINE SHOPS * TRUCKERS x DRILLERS * WELDERS 
BUILDERS * MILLERS * LOGGERS * SERVICE STATIONS 





reat ane tee tacts ox WMRCQGA MLL Le 
COVIC POWER PACKS AMERICAS GREATEST DIESEL 
cicdlacekee aaoaie ENGINE MARKETING PROGRAM 


4 cycle, cold starting. Eight models include power units 
with clutch or pulley, AC and DC generator sets, and 
marine engines. Electric or hand starting. Oversized 


roller bearings—counterbalanced crank shaft—special 


DEALERS WILL PROFIT -- 


AIRMAIL TODAY FOR MEETING DATES /N YOUR C/T| 


— 


—/, COVIC DIESEL 


DIVISION OF THE 


NORTHILL COMPANY, Inc. 










ml Found 5 Reasons 
gb For Saying... 
' ‘Jenkins’ on Bronze Gates” 
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Inside Screw Stationary Spindle Solid Wedge Screw-in Bonnet Screwed Ends 
or O.S.&Y. or Traveling Spindle or Split Wedge or Union Bonnet or Flanged Ends 


6) 40-403 


. | ya | 
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Jenkins Line. (7, ? 


When you realize these Bronze Gates are available in 28 dif- 





A S A HUNTER clings to a favorite gun and a golfer favors a pet 
club ...so an engineer leans toward one valve style for a 





specific service. But... whatever your favorite in Bronze Gate 
Valves Jenkins has it! You can find exactly the combination 
of features to meet your service requirements in the complete 





N 
ferent patterns...every one built to the Jenkins extra measure 
standard of quality that assures low cost, trouble-free service 
-.. you can see why we say “Jenkins gives you everything in 














Mh 
Bronze Gate Valves”. Wy 
Ht 


y / 


Jenkins offers ‘28 different Gates to Valve Satisfac- 
tion”. Shown above is Fig. 370 Solid Wedge, 
Stationary Spindle, for 125 lbs. Steam Pressure. 





JENKINS BROS., 80 White Sctreet, New York, N.Y.; Bridgeport, Conn.; Boston, 
Atlanta; Philadelphia; Chicago; Houston; Montreal, Canada; London, England 















On, 


Gem res 
gives you everything in Bronze Gate Valves 
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A NEW WAY I 


to a standard, low 


Make Your Own Comparisons | i:s'-:Pcsnceesct Sing tse a there 
... and Be Convinced! : 


the Vari-Pitch Speed Changer costs le 


Actually, the Vari-Pitch 
Speed Changer occupies only 14 to '4 the space re 
quired by other, bulkier variable transmissions on the 
market today. Double shaft extensions allow the unit 
¥ from either side or either end by 
Ned c ive or by direct connection to the motor! 
— ” Re >. ari-Pitch Speed Changer wherever you want 
‘ uy : 


- there's no need for a complicated layout! 


4 a 


Allis-Chal 
4 mers makes no claims for efficiency for the new 
Vari-Pitch Speed Changer. Instead, we offer you 
this fact. The Vari-Pitch Speed Changer has attained 
efficiencies as high as 95% efficiencies proved in 
a series of actual tests under load! 

Get the whole story. Get al! the facts. Send for 
Bulletin 1266. Find out how you can cut costs 
Save space .. . increase production with the new 
Allis-Chalmers Vari-Pitch Speed Changer. Make 
your own comparisons and be convinced! 





Beles by Goodrich 


Your selling job is made easier by vigorous 
advertising . . . full pages in color. .. every 
month in nine leading business papers! 


“Ais 


Sensational New Allis-Chalmers 


Vari-Pitch Speed Changer Sweeps 
Variable Transmission Market! 
Amazing New Development 
Backed by Prestige of Allis-Chal- 
mers Texrope Products! Don’t Miss 
this Money-Making Opportunity! 
It’s Easy to Sell the Vari-Pitch 
Speed Changer... Easy to Cash In 
on the BIG PROFITS It Gives YOU! 





ALLIS-CHALM ERS 


oe! ee ee ee ee 
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@ This illustration proves that the Wright 
Hoist is right—in every way—for pro- 
duction work. 

This Wright Hi-Way Improved High 
Speed Hoist mounted on a Wright hand 
traveling crane is serving a battery of 
production machines under close head- 
room conditions. Material is being 
handled easily, quickly and safely. 

All of the 21 features of the Wright 
Improved High Speed Hoist do their part 
in assuring plant operators the maximum 
in service and safety over a long period 
of time. 

Industrial distributors’ salesmen should 
write for the new Wright catalog. It con- 
tains a world of statistical data that will 
prove of inestimable value in selling this 
better hoist. 


WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE 
COMPANY, INC. 

YORK, PENNSYLVANIA 
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A FEW OF THE 137 


INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 

Chain © Malleable Castings 

Acco-Morrow Lubricators 

AMERICAN CABLE DIVISION 
Tru-Lay Preformed WireRope ® Tru-Loc Proc- 
essed Fittings ® Crescent Brand Wire Rope 
Tru-Stop Brakes @ Tru-Level Oil Controllers 

ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 

FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope © “Korddless” 
Wire Rope © Preformed Spring-Lay Wire 
Rope © Guard Rail Cable . 
HIGHLAND IRON & STEEL DIVISION 
Wrought lron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 

Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 

PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 

Traffic Tape © Welding Wire 

READING-PRATT & CADY DIVISION 

Valves © Electric Steel Fittings 

READING STEEL CASTING DIVISION 

Electric Steel Castings, Rough or Machined 
Railroad Specialties 

WRIGHT MANUFACTURING DIVISION 

Chain Hoists @ Electric Hoists and Cranes 


Gn Business for Your Safely 


an 
Wa e) AMERICAN CHAIN & CABLE 
\ 
s 
\ 


WRIGHT ,.p22"%, Speed HOISTS 
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Ihermoid gives micrometer accuracy to 


Thermoi 


Cam 


Standard types of belting 
made by Thermoid 
Conveyor Belting 
Transmission Belting 
Multiple-V Belts 

Grader Belting 

Canners’ Belting 

Bucket Elevator Belting 


CONVEYOR BELTING 


Thermoid in Action at Cramer-Meyer-Dreyer Company 


This is just one of the installations of The belt is subjected to the continual abra- 
Thermoid Conveyor Belting at this sion of falling lumps of coal...yet in two 
modern New York coal plant. years of service still shows no sign of wear. 








The unique construction of Thermoid Conveyor Belting contributes 
many advantages not found in other belting. Its edges are absolutely 
parallel. Cutting and accurate joining are never problems when 
using Thermoid belting. 


Straight laid plies not only assure this constant width, but provide 
a uniform cover thickness which guarantees long life and uninter- 
rupted service. 


There’s a Thermoid Conveyor Belting engineered for longest life in 
each particular type of service. When you specify Thermoid you can 
be sure of getting the right belt for the right job. 


On new installations, or on replacements, specify Thermoid for real 
economy and operating efficiency. 


Standard types of belting 
made by Thermoid 


Grain Elevator Belting 


Agricultural Belting 
Hog Scraper Belting 
Endless Thresher Belting 
Oil Country Belting 


Axle Lighting Belting 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 
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1 More Sales Power 
to you 
; With the New Thor 
PLUS-PROFIT 
Grinder Plan" 


ars psig x eg Boas, a 


Now Thor has developed a plan that 
will help distributors sell more in the 
great and growing grinder market. It 
lo) a belo th 4-58 ms Wolo) amet l-ibarteltivo) am: tele) on 
jokey aabbet ig am Com-huptete MbelCoME-leitloyeMh sited! 
jo) C-bobet-re Mmer- beck ol-blepeMmdet Lam eel-1-bet-MB rele) a) 


sales and extra profits NOW! 


CHECK THESE SALES ADVANTAGES 


@ Thor portable electric grinders are perfected for production serv- 
ice. A patented “Shock-Absorber” Spindle takes the terrific grind- 
ing shocks and STOPS all vibration ... before it reaches the motor! 
This method of Vibration Control prevents lead wires from break- 
ing and causing burnouts. It assures dependable performance and 
low maintenance costs, as well as smooth operation, easy handling 
and longer service life for Thor Portable Grinders. 


INDEPENDENT PNEUMATIC TOOL COMPANY 


600 WEST JACKSON BOULEVARD - CHICAGO, ILLINOIS 
New York Pittsburgh San Francisco St. Louis 


J 2228242 ee ee ee ee ee ee ee oe oe oe oe oe oe ee 


The Thor PLUS-PROFIT Grinder Plan brings 

you a complete program designed to direct 

your sales for quick, profitable results. It 

gives you a planned schedule to coordi- 

nate all advertising ig paid cipal and 

r focus them on one rinder Week... 
October 17 to 22 Sackect/ wae 

In this one week the campaign reaches 

its peak. All the publicity and advertising, 

all the selling . . . will be at the zenith. It's a 

a hard-hitting program planned to 


TOOL MAKERS we SINCE 1893 
Bod positive results . mediately! 


. HAE ROW eke sil odvotoue of 
PORTABLE ELECTRIC TOOLS ocean 
of this sc deratonce. 


THOR GRINDER WEEK 
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That’s the Record of 
Charles H. Harden & Co. 
in Seattle... 


HAT’S more, these  ac- 

counts were sold in one trad- 
ing area... the Seattle trading 
area. That means economical 
selling. (You don’t have to 
drive 50 miles to find a Lubri- 
plate prospect.) 


WHO THEY SOLD 


Harden & Co. sold wood-work- 
ing mills, canneries, paper and 
paper pulp mills, dairies, ma- 
chine shops, bottling plants . 

in fact, almost every industry is 
represented on their customer 
list. 





216 Lubriplate Accounts 
in 6 Months! 


HOW THEY SOLD 


Harden & Co. asked Iry 
Lubriplate in your toughest 
lubricating job”. That’s all they 
asked. And Lubriplate suc- 
ceeded where other lubricants 


had failed! 


“nr 


YOU CAN, TOO! 


If there are near you plants that 
have gears that turn, bearings 
that roll then there are 
plenty of Lubriplate prospects 
right in your territory. You can 
get orders by giving an actual 
demonstration on the prospect's 
own equipment, in his own 
plant. Let Lubriplate prove 
your claims. Get the complete 
facts ... write today! 
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7 Quick Facts About 
LUBRIPLATE 
LUBRICANTS 


1 Produces a wear- 
resisting film on 
working surfaces 


2 Resists rust corro- 
sion and pitting 


3 Lowers mainten- 
ance and power 
costs 


Lubriplate is white 

and clean 
Outlasts ordinary 
lubricants many 
times 


6 Cheapest in the 
long run. A little 
goes a long ways 


Available in fluid 
and grease types 
for every need 


























Display DODGE Transmission 
Equipment | Before Your Customers 
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The DODGE “Reason Why Book" 
Will Help You Sell the Dodge Line! 


In the "Reason Why" Book—Dodge distributors and 
their salesmen have a potent "sales-tool" which 
thoroughly describes and illustrates the complete 
line of Dodge power transmission equipment... 
Brief descriptions embodying all the salient fea- 
tures, accompany each unit. .. This book is only 
available to Dodge Sales Organization. It proves 
that there is added value in the name Dodge. 
DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U. S. A. 












kn. 
THERE 1S ADDED VALUE IN THE NAME DODGE 
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AN 
ORGANIZATION 


TO 
Soe er 1 
<< DISTRIBUTORS 


THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom {rom competition {10m his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


-“ 














Ss Republic's sales plans mesh with the 
activities of distributors like cogs of well 
lubricated and smoothly operating me- 
chanical gears. The driving power behind 
both these forces is the urge to give con- 
sumers a highly profitable service. Repub- 
lic has as much faith as distributors them- 
selves in the belief that consistent cooper- 
ation between factory and sales outlets is 
the only method of fully achieving that end. 

While Republic has wide national dis- 
tribution of its products, there is opportu- 
nity for additional distributors in some 
territories to make high returns from the 
handling of our extensive lines of mechan- 
ical rubber goods. We would like to ex- 
plain to you in detail just how our efforts 
can be geared with yours to increase 


your profits. 


REPUBLIC RUBBE 


2 es s OF LEE RUBBER AND 
Division TIRE CORPORATION 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 





Manufactureis of HOSE 
BELTING e PACKING 
MOLDED PRODUCTS 
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30 DAYS HATH September ... Which seems like a lot too many m5 \ 
... What with a second world war about to spill into our laps, a ie —— 


flood, full blown hurricane, couple of strikes, not including the threat 
of a general railroad tie-up... Interesting age we live in, but 


we 
are still interested in a cruise to Papeete—one way. 


ORPHANS OF THE STORM: The boys at L. L. Ensworth Co., 
Hartford, saw the flood coming, sighed ho-hum and moved stuff to 
higher floors . .. It’s getting to be an old game with them 

E. J. Gentino of Ensworth relates a rowboat delivery of an order for 


a ee 
rope and tackle blocks... Felled trees put these items in high demand ct br i : ta ——— 


... Also saws ... One enterprising distributor possessed of plenty 


: oe 
axes and saws but no wood handles for same took his own power saw iy 


into a stalled factory and crudely manufactured the missing parts 
. . . ‘*In an hour,’’ says J. Leslie Gould (Belcher & Loomis) ‘‘we 
sold 500 lanterns and 17,200 batteries. A carload of roofing was 
received at 7.30 A.M., unloaded at 10:30, all gone at noon.*’ Pete 
Thayer (MILL SUPPLIES) attempting to make his way down the 
peaceful streets of Meriden, suddenly found the stately maples and 
elms toppling on all sides ... He ducked ‘em all but one and was 
bowled down by its branches without injury. Armed with military 
passes, Angus MacPherson and Milt Cumming (MILL SUPPLIES 
editors) were the first civilian outsiders to enter some of the worst- 
hit areas. We recommend their report on Pages 32-33. 


CALMING A GROUCH: Perhaps one reason why the gang at 
Vulean Copper & Supply, Cincinnati, is a big, happy family is the 
way they have of dealing with grouches. According to J. E. Waltz, 
v.p., anybody who gets a mad on must go sit at a eorner desk until 
he cools off, which he generaliy does, right quick. The desk doesn’t 


No Truck Strike Here 


Qe, 
WS 
AE 
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get much use, says Mr. Waltz and office morale is high. J @ 

AAR we Oy o We 
LAZY MAN? Walter Siegerist (Medart Co. pres.) admits to being a 4 Ra R = y~ 
little lazy, but now figures may be he’s not lazy enough. On vaeation & a att EY, 


with Mrs. Siegerist, Walter stopped at a hotel in Ludington, Mich., 


hauled bags out of the ear but decided against toting his golf elubs vans 


up to the room. That night the hotel burned, all the Siegerist’s 
baggage was lost—but Walter is still equipped to accept anyone's 
golfing invitation. 


ROMANCE IN BOSTON: The sons of two prominent Boston dis- 
tributors sueeumbed to Cupid last month... They are Ray Armstrong, 
son of George, (Pres., G. R. Armstrong Co.) and Howard Abbott, 
Ralph’s boy (Lewis E. Tracy Co.) 


MORE BAD NEWS, GIRLS: That handsome lad whose face eraced 
a ‘‘Faetory’’ ad in our last issue was Russ Case (Thermoid Rubber) 

. But he’s ‘‘spoken for’’. .. Going to wed a Miss Alice Drugan 
at a date to be selected ... And Heinie Gaillard (MILL SUPPLIES, 
Cleveland) dropped out of the running Sept. 27, marrying Ellen 
Webster in N. Y. 


BEGINNINGS: Oscar Iber (0. Iber Co.) took his first job with 
H. Channon in 1908 ... Fresh over from Bremen, Germany, he got 
fired in a month beeause he couldn’t count fast enough in English 
. But he was back in two years and developed into an ace salesman. 
J, a 4. 
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That Boy Gets Around! 



























Above: Salesmen of Harry P. Leu, Inc, construction after the devastating hurri- 


line up to register enthusiasm after cane that hit Providence and most of the 
a recent sales meeting. Left: Connecticut Northeast, Belcher & Loomis also had a 
River again invades the L. L. Ensworth job of drying out merchandise soaked 
Co., Hartford. Warned of the coming by a mountainous tidal wave. Below: 
flood, the firm's workers got most of the Members of New York and Newark Power 
lower floor stocks up out of harm's way. Transmission clubs meet in Manhattan to 
Lower left: Swamped with orders for re- hear Engineer Vic Hanson 





HIGHLIGHTS This Month 


Flood, hurricane and fires place a huge burden on distributors in 
all New England states. (Exclusive story, Page 32) 


Warehousemen’s strike in San Francisco and truck strike in New 
York and New Jersey disrupt supply business in these areas 
(See Page 38) 


Central States meeting scheduled for Chicago, Nov. 14. Southern 
meetings to be held in Atlanta, Nov. 11 and Shreveport, La., 
Nov. 15-16 











A Presentation of the Imperative Need of 
Mutual Understanding in the Conduct 
of Our Daily Work 


Presented by 
MILL SUPPLIES 





A MeGRAW-HILL PUSCCICASIORH 
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“T HERE IS NO DOUBT that today the Amer- 

ican people are taking a keener, more critical 
interest in the conduct of business than ever 
before. And when I say critical, I mean exactly 
that. During recent years most of them have 
suffered loss, either of jobs or of savings, and 
under such circumstances men are prone to 
accept without serious question any scapegoat 
that appears plausible. In the confusion of 
fears and resentments, they seem to have con- 
cluded that short sighted and selfish business 
management is chiefly responsible for their 
misfortune. 

However mistaken and unfair such conclu- 
sions may be, management cannot ignore them. 
It must recognize that in the long run, the 
opinions of men are the result of experience, 
of what happens to them each day, much more 
than of what they are told. 

Progressive management has already faced 
that fact; has already begun to think and work 
beyond the technicalities of production and dis- 
tribution that once absorbed most of its ener- 
gies. It sees more clearly and deals more pro- 
ficiently with its human responsibilities. It is 
learning to reconcile the economic success of the 
industrial unit with the social welfare of worker 
and community. 

Presently, every business—the small retailer 
as Well as the large manufacturer—must learn 
how to interpret more convincingly to its own 
public the social as well as the economic benefits 
of its policies and accomplishments. Only as 
each business satisfies the newly aroused and 
critical interest of people in its affairs will it 
be able to disarm those who trade on the human 
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tendency to blame our troubles on someone else. 
Yes, if business as a whole is to win a favorable 
public opinion, each and every business must 
act to improve its own public relations. 

The readers of this journal, and of other 
business publications, compose, we believe, a 
group that can achieve for American business 
a sound and lasting solution of this vital prob- 
lem. They alone are in position to shape the 
working conditions of 21 million employees. 
They alone can mould the attitude of those other 
millions who compose the various “publics’”’ to 
which all business must be responsible. 

Heretofore, the function of business papers 
has been to exchange successful experience; to 
dig up and disseminate practical facts for the 
use of their readers, serving primarily the tech- 
nical and merchandising needs of business. But 
this matter of human relations has now become 
of equal importance, for good industrial and 
public relations, it has been found, reduces cor- 
porate losses, removes fear and suspicion, pro- 
motes operating efficiencies in both production 
and sales. <A better knowledge of public rela- 
tions technique is, therefore, quite properly es- 
sential for men in, or moving into, positions of 
greater executive responsibility. 

So, beginning with this insert, each McGraw- 
Hill publication sets out to strengthen its edi- 
torial service in the important domain of Public 
Relations. I hope that the million readers of 
McGraw-Hill’s business papers will get much 
real and practical help toward building better 
relationships between their own businesses and 
their employees, their customers, and the com- 
munities in which they must carry on. 


President, MeGraw-Hill Publishing Company, Ine. 
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|N LESS THAN two generations the United 
States has changed from an agricultural to 
an industrial nation. Living standards and 
efficiencies at once the despair and envy. of 
other countries have been created. Foreign 
delegations still flock to our shores to study our 
methods so that they may use them as patterns 
for their own organizations. Yet here at home 
today these methods and the systems respons- 
ible for them are under increasing attack. 
Since every person employed in productive 
enterprise is a part of American industry, these 
attacks imperil the livelihood of nearly forty 
million workers and their dependents. The 
newest addition to the payroll has as much— 
if not more—at stake as the veteran business 
executive. That also is true of particular indus- 
tries which at present may not be under direct 
fire. All industry is so interrelated and interde- 
pendent that even the seemingly immune enter- 
prise must suffer when the legitimate activities 
and the buying power of their customers, or the 
customers of their customers, are curtailed. 
Ironically enough, public acquiescence in 
many of the current attacks is an indirect 
recognition of the satisfactory manner in which 
our industrial system normally functions. Rea- 
sonable opportunities for the employment of 
those ambitious to put their mental or physical 
talents to work, and continually rising standards 
of living have come to be widely accepted as 
a matter of course. Any unfavorable change 


in these conditions leaves the general public 
surprised, confused and resentful. Such reac- 
tions as these make it easy for pressure groups 
to unloose destructive propaganda which further 
heightens resentments and breeds new miscon- 
ceptions. 

These misconceptions take many forms 
shaped by the experience, the inexperience, or 
the special interests of the critics. To one it 
appears that business can’t manage itself and 
must be owned and managed by the Govern- 
ment. Another believes that employees are 
underpaid or that stockholders and executives 
are overpaid. To others corporate surpluses 
are too high. Many have convinced themselves 
that power and machines have reduced employ- 
ment opportunities; and that industry can raise 
wages and reduce prices while costs go up. 

Several misconceptions are based on faulty 
generalizations. Because a few companies have 
been remarkably successful, it is argued that 
all could make money. Because some corpora- 
tions have been ruthless, all corporations, it is 
contended, will stoop to unethical conduct to 
gain their ends. This is like saying: John Smith 
killed Bill Brown; John Smith is auburn- 
thatched; all redheads, therefore, are murder- 
ers. Unfortunately, those who would indict all 
business for the crimes of a few are more subtle 
in their approach and so create an impression 
not in accord with the facts. 

To put it bluntly, American industry, once 
so highly praised for its contributions to the 
national well-being, is now on the spot. Pre- 
vailing misconceptions of how business operates 
and what it does have made a field day for those 
who propose to hamstring or destroy private 
initiative and individual opportunity. These 
proposals run a broad gamut: They include 
public ownership, increasing and rigid federal 
control at the expense of local autonomy, ill- 
conceived legislation on hours and wages, labor 
dictatorships, and confiscatory taxes on thrift 
and employment security. 

While the man in the street may be criti- 
cized for his willingness to swallow these nos- 
trums, he is not wholly to blame. Industry, too, 
has been at fault, in assuming either that he 
was fully informed on those phases of its oper- 
ations which are properly a matter of public 
interest, or that a healthy curiosity should be 
discouraged. Misconceptions multiply where 
the facts are hidden. 

The tragedy of the situation lies in the fact 
that it might easily have been avoided. In the 
simple days of local and localized industry, 
everybody connected with a particular enter- 
prise knew everybody else connected with it, 
and the details of its operations were an open 
book. The boss and the employees were neigh- 
bors; the customers, for the most part, fellow 
townsmen. Outside purchases were limited 
largely to those products which the local com- 
munity neither manufactured nor raised. Com- 
petition in the modern sense was practically 
non-existent. 

As industry developed and enlarged its field 
of operations, much of this early intimate per- 





sonal touch was lost. The small enterprise grew 
bigger. In some cases combinations took in the 
local business and financial control passed out 
of the community. The local industry which 
still retained its identity was busy meeting in- 
creased competition and seeking to expand its 
distribution. Little attention was paid to chang- 
ing conditions that were fostering misconcep- 
tions about the personal relations of the busi- 
ness. Bit by bit the close acquaintance and 
familiarity of the early days disappeared. 

Common understanding of these things also 
was impeded by the greater variety of occupa- 
tions as industry expanded. Each man’s job 
became so highly specialized that the old feel- 
ing of common partnership in a joint undertak- 
ing frequently was buried in an exaggerated 
feeling of the relative importance of his own 
work. This made it easy for each occupational 
group to get the idea that its contribution to 
the undertaking alone was essential and that 
many of the other groups were parasitic or, at 
best, unimportant. 

Such mistaken beliefs are the exclusive prop- 
erty of no particular group. ‘Goods are value- 
less until sold,”’ chants the sales staff; “without 
us the wheels of industry would cease to turn.” 
The wheels would turn much faster, growls the 
production department, “if we didn’t have so 
many lame-brains drawing fat salaries as sales- 
men.” Under the cold glance of both groups, the 





clerical force heatedly inquires: “How long do 
you think this business would last if we didn’t 
keep the cost records, send out bills and collect 
the money for pay checks?” Some executives 
and engineers, too, have been known to forget 
that their plans cannot be carried out without 
the cooperation of other groups. 

Possibly the greatest single cause of misun- 
derstanding and friction has been fuzzy think- 
ing on social responsibilities. Many of the re- 
sponsibilities which rested on the individual! or 
the state in our fathers’ and grandfathers’ 
days have been shifted to the shoulders of in- 
dustry. New ones constantly are added or pro- 
posed—often before industry has had time to 
adjust itself to those which have gone before. 
Some of these responsibilities affect employee 
relations; others involve customer relations. 
The worker, for example, no longer is completely 
defenseless against the occupational hazards of 
his employment. “Let the buyer beware” no 
longer is considered smart merchandising. 
Many of the changes now embodied in the laws 
were anticipated by industry itself. Opposition 
—valid or otherwise—to social legislation, how- 
ever, has been used to damn business in the 
public eye. 

Fortunately, the barriers to good will and 
common understanding can be broken down. 
The process is a simple one. It consists chiefly 
in maintaining good policies in human relation- 




















ships and in keeping all interested people—em- 
ployees, stockholders and their neighbors, cus- 
tomers and the general public—informed. It 
means telling them in plain terms what revenue 
is received and where it comes from, what reve- 
nue is paid out and who gets it, how an industry 
serves the individual, the community and other 
industries. Finally, it includes the acceptance 
of the social responsibilities which the advance 
of civilization imposes upon business. 

Add all these things together and you have 
public relations. 

Most employers are willing to accept their 
social responsibilities, but they are inexpert in 
making that acceptance articulate. Too many 
employers have failed to make clear their poli- 
cies, their practices and their purposes as they 
relate to fair dealing with employees, investors 
and the general public. Their intentions have 
been good, but they have cloaked them with a 
veil of secrecy and made a mystery out of sim- 
plicity. As a result the uninformed have been 
given a royal opportunity to exercise their im- 
agination. And they have done it! 


Public relations is a comparatively new activ- 
ity for most business enterprises and involves a 
technique which too many have not yet learned. 
Obviously, the first place for each company to 
start is within its own organization. This is 
the “inside job” that builds a company’s good 
name-among its own family and lays the firm 
foundation for building public confidence and 
favor. As one exponent of the art phrases it: 


“Industry’s public relations cannot be one thing 
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and its private actions and policies something 
else. The two must be in complete accord.” 

The inside job should present no real diffi- 
culties to fair-minded employers. Most work- 
ers have a normal predisposition to view in a 
favorable light the organization in which they 
earn their livelihood. Most companies endeavor 
to conduct their operations so as to justify that 
favorable attitude. But too few of them are 
adept at dramatizing the facts that furnish a 
substantial basis for maintaining employee good 
will. So, where misunderstanding and suspicion 
born of ignorance exist, time may be required 
to break down the barriers that have grown up. 

The task of telling this inside job to the out- 
side world, however, will not be easy, for two 
reasons. First, it has been so long neglected 
that the backlog of misunderstanding is large. 
Second, public relations involves attitudes as 
well as actions, a viewpoint as well as an organ- 
ization. Public relations is not commodity 
that can be purchased like a car of coal or a bolt 
of silk; neither can it be sold by “canned” ma- 
terial. Each program to establish sound public 
relations must be individualized and indisput- 
ably stamped with the personality of the com- 
pany promoting it. And the deed must always 
back the word! 

But the task is worth the effort. For, with 
the inside job right, a properly conceived and 
intelligently executed public relations program 
offers business the means of successfully 
counteracting unjust public suspicion, unfair 
political attack and unwarranted outside dicta- 
tion. The need is urgent. 
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FOR THE SUPPLY INDUSTRY 


1. To establish the importance and legiti- 
macy of the distributor function. 


2. To combat and stamp 


3. To win, on a national scale, public support 
and sympathy for firms engaged in distribu- 
tion, so that future attempts at regulation or 
interference will meet with intelligent resist- 


ance, 


T HE STATEMENT on the fore- 
going pages truly depicts a condi- 
tion existing today. Every branch 
of business is on the defensive and 
facing its own problem of estab- 
lishing more favorable relations 
with employees, community, and 
customers. 

What is this problem, with par- 
ticular reference to the Industrial 
Distribution industry? We claim 
freedom from interference or reg- 
ulation by government because dis- 
tributors, individually and as a 
group, are not “big business”, 
hence are beneath the notice of 
those who would interfere or regu- 
late. We say we are free of labor 
troubles because distributors are 
not large scale employers of labor. 

Yet, our employees, being lo- 
cated in industrial communities, 
are vulnerable to whatever kind of 
labor agitation happens to be hav- 
ing a vogue in the district. AND 

despite all our previous efforts 
to state our case through advertis- 
ing to industry, we still encounter 
the embarrassment of being 
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out misleading 
propaganda about distributors. 
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DISTRIBUTORS 





FOR THE DISTRIBUTOR 


1. To secure complete understanding, loyalty 
and cooperation with employees. 


2. To secure recognition among industrial 
buyers for the service rendered by and the 


necessity of the distributor. 


3. To heighten respect within the commun- 
ity for the distributor—his payments of 
taxes, support of a payroll, contributions to 
charities—and his emergency assistance in 


times of local crisis. 


termed “parasitical middlemen”. 

A program of concerted action 
is indeed in order. But first our 
forces must be mobilized all along 
the line. There is needed a draw- 
ing together of those within the 
separate units having a stake in 
this industry: 


Within the individual organiza- 
tion—Management and the em- 
ployees, if they have not already 
done so, should attain a complete 
understanding, a sympathy by 
each for the problems of the other. 
Their relationship is or should be 
a real partnership. 


Within the community or dis- 
trict—Distributors, wherever pos- 
sible, can band into local organiza- 
tions for their mutual benefit. The 
strength of such union has been 
proved over and over again—both 
in bettering trade practices and 
in spreading the true facts about 
distributor service. 


Within the industry—We are 
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already ideally organized to co- 
ordinate the individual and com- 
munity jobs on a national scale. 
We have three strong associations 
well experienced in working for 
the interest of the distributor. 
Their effectiveness is limited only 
by the number and enthusiasm of 
their members. Today, more than 
ever, everyone eligible for mem- 
bership in one of these associations 
should join up and take an active 
part in the group’s activities. 

Always willing to further an 
activity aimed at improving the 
distributor’s position, MILL Sup- 
PLIES herewith outlines a sug- 
gested program of practical “pub- 
lic relations” as a tool by which 
each individual or any group can 
begin at once to spread the salient 
facts about distribution. The ma- 
terial on the following six pages is 
intended to be a mere stating of 
principles. By shaping it to his 
own needs or adapting its sugges- 
tions as he sees fit, any distributor, 
it is felt, can derive inestimable 
benefits. 











WITHIN THE ORGANIZATION ec e@ e 

Mutual understanding between them—often. Make them real 
management and employees brings partners, keep no secrets. Post 
teamwork, immunity from need- them from time to time on the 
less labor troubles, cooperative firm’s income, volume, expenses 


selling, improved service. 
To achieve such understanding, 
first make sure you are entitled 


and generai financial status. 
If yours is a better place to work 
because of extra things you may 


to it! Are you giving workers all do for your employees (group in- 
the consideration they deserve? surance, employee loans, athletic 
Are their wages fair, working teams, bonus plan, etc.) those “‘ex- 
hours reasonable? Are working tras” should not be taken for 
conditions pleasant, sanitary? Is granted. 

there an incentive for them to 

work toward? Actions speak 

louder than words. Goodwill is 

more the result of deeds than of WITH YOUR CUSTOME 
words. 

Once certain that you are Every organization has some- 
“right” with your employees, thing to sell in addition to mer- 
don’t hesitate to call them, singly chandise. Your customers and 
or in a group, and talk frankly to prospects ought to know: How 
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Frank M. Archer, 
his firm dramatizes 


Service years of employees are a matter to be proud of. 
President, Superior-Sterling, Bluefield, W. Va., shows how 
this factor 





MILL SUPPLIES @ OCTOBER 1938 





" 


> ¢ 
t ¢ 
’ 


¥ 





Keep always an open door 
the executive office for 
ployee with a request, 
or suggestion. 

Let it be realized that for every 
employee, and the boss, too, per- 
sonal success depends on success 
of the business. The same rule 
applies to all: The more an indi- 
vidual sells or helps get sold, the 
better a service he renders or helps 
render, the greater will be his 
income, his security and his scale 
of living. 


to 
every em- 
grievance 


os + 7 

long you have been in business, 
the number of your employees and 
their years in service, what each 
one does to give the buyer’s order 
personal, prompt service. Human- 
ize your organization, personalize 
its relation to the buyer, 

In addition, it pays to hammer 
consistently on the extra costs of 
buying direct as opposed to buying 
from you—the cost of carrying 
plant stocks, freight and cartage; 
the additional importance of hav- 
ing local stocks handy and being 
able to depend on prompt service 
especially in emergencies. Give 
these facts to every employee so 
that he may become an ambassador 
for the house. Include the story in 
letters, work it into your letter- 
heads, invoices, ete. 

Most distributors who advertise 
are enthusiastic about the results 
they achieve. True, manufactur- 
ers provide excellent product lit- 
erature which should be used in- 
telligently, but every house has its 
own story to tell, as well, and there 
is much to be gained by telling it 
everywhere possible—convincingly , 
and consistently. 
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N THE 


The advisability of forming lo- 
cal distributor groups has been 
mentioned. In addition, there are 
many ways in which an individual 
can act to strengthen his standing 
in his community. 

There are things about your or- 
ganization which the local news- 
paper may want to know—and 
publicize, to your advantage. Every 
expansion the firm makes is news 


COMMUNITY 


—so is each anniversary, the em- 
ployment of additional people, the 
big orders you land, the unusual 
service jobs you are called on to 
do. It would be difficult, in fact, to 
make an accurate list of the many 
ways in which a distributor can 
obtain newspaper cooperation of 
great value. 

Critical consideration should 
frequently be given to the ques- 





tion, “How does the house impress 
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the public? Is it well identified 
by signs showing the company 
name? Are these signs well 
lighted at night? Are buildings 
well painted, walks, lawns and 
grounds kept in good condition? 
What personnel is assigned to meet 
visitors and inform them about the 
company and its products? 

A community that understands 
you will be for you—a powerful 
friend and ally always. 


Association Officials Say 





T HE TIME is always ripe to pro- 
mote the distributor to his custom- 
ers, present and potential, and to 
the public at large, for in spite of 
all we have done along this line 
misconceptions still do exist. 

Sut today, with so many or- 
yanizations and industries striv- 
ing to build better relations with 
customers, employees and the gen- 
eral public, it is obvious that fur- 
ther activity along this line—now 

by distributors will reap double 
rewards. The seeds of our effort 
will fall on ground already made 
fertile by the cultivation done by 
others. We will benefit directly 
from what we do ourselves, and 
indirectly from what others are 
doing. 

Although it is easy to lose our- 
selves in the everyday job of sell- 
ing goods, we should not forget 
we have another job of selling to 
do, as well—selling the world the 
true facts about the economy and 
necessity of distributor service. 

Most of our executives are 
aware of this need, but it is im- 
portant that it also be impressed 
all the way down the line, to every 
employee in every distributor’s or- 
yanization. In so doing, we also 
have the opportunity of increasing 
employee loyalty—a thing that will 
always pay rich dividends. 

For these reasons I am pleased 
to know that MILL SUPPLIES is 
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again focusing attention on the 
need for distributors to tell their 
story, and is rendering practical 
assistance to help them tell it. 


JACK B. DALE | 
i President 
r Ma hit ry 

Distribut 
As } | 





Tue MOST successful distribu- 
tion organizations are usually 
found to be the ones where team- 
work is highly developed. There 
is close, friendly bond between 
all the workers, and a complete 
understanding that links em- 
ployees with the executives. In 
those houses, too, there is the 
least likelihood that labor troubles 
will occur. 

It pays big dividends to take the 
workers into your confidence, to 
give them a feeling of partnership 
in the business. Not only will they 
do a better job of selling goods and 
rendering service, not only will 
they be less vulnerable to the wiles 
of “labor leaders” with an axe to 
grind—but they will also serve as 
your ambassadors of good will on 
the outside. 

The thing I especially like about 
the MILL SUPPLIES public relations 
program is that it includes the 
rank and file of our working peo- 
ple. If it will help distributors and 
employees achieve a better under- 
standing and more teamwork the 
whole industry stands to benefit 
in the highest degree. 
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Aone WITH every other 
branch of business, the field of 
distribution has patiently endured 
a savage and unreasonable attack 
during recent years. Too patiently, 
perhaps. I believe that distribu- 
tors, like all other business men, 
are definitely obligated to come 
back and tell the true facts about 
themselves. 

Despite all that has been done 
by our cooperative efforts in the 
past — the Joint Merchandising 
Committee, the Industrial Supply 
Research Bureau — we still find 
some so uninformed as to believe 
that the distributor of industrial 
supplies does not serve an eco- 
nomic purpose and is not neces- 
sary in our modern business struc- 
ture. 

Every such false conception that 
exists today is dangerous because 
it may well become the basis for 
future governmental regulation or 
restriction that will work a severe 
hardship on every individual who 
looks to distribution for his living. 

The MILL SUPPLIES public rela- 
tions program is indeed a _ step 
in the right direction. I am glad 
to see it come into being and glad 
to put my stamp of approval on 
it. I will look forward eagerly to 
seeing it taken up by both distrib- 
utors and manufacturers through- 
out the industry. 
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WE ALL KNOW THESE THINGS=THEY’RE 

















Left for 
Surplus and 
Dividends 
17 % 





DIVISION 
OF THE 













Other Costs 
Office expenses, 
warehousing, 
insurance, taxes, 
interest, etc. 


32% 







DISTRIBUTORS  gatemen’s Salaries 
INCOME 


To) 


Salaries of 
Executives 
and Managers 


15% 


THAT MIDDLEMAN’S PROFIT 


Countless studies of distribution 
prove that the distributor’s profit, 
after the deduction of necessary 
expenses, is seldom more than 
moderate. The item, “necessary 
expenses” tells the story, for to do 
a successful job of serving his 
territory the supply man must as- 
sume a large overhead burden. 

Warehousing space may run 
from 20,000 sq. ft. (for an inven- 
tory of up to $50,000) to 250,000 
sq. ft. (for inventory of over $500,- 
000). The cost of carrying stocks, 
keeping them up to date, staying 
abreast of needs in the territory, 


is also considerable. The average 


distributor carries nearly 40,000 
items in stock regularly. From 4 
to 24 salesmen are steadily em- 
ployed, and the inside force of or- 
der clerks, general office help, stock 
room, warehouse and_ delivery 
workers will range from 10 to 150 
individuals per’ house. 

Last year, on a sale of $100, the 
distributor’s gross margin aver- 
aged $23.52, and of this, only $4.04 
was turned in as net profit. The 
accompanying chart graphically 
shows what becomes of the distrib- 
utor’s income dollar (not his sales 
dollar). Graphic proof of what 
he pays to render honest service. 
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DISTRIBUTORS 





THE EMPLOYEE’S 
SHARE 


It is plainly shown in the above 
chart that, of the distributor’s dol- 
lar of commission on sales, 36 cents 
goes to his workers (not including 
executives and department man- 
agers, who get another 11 cents). 
Only 17 cents is left as actual net 
profit. 

As management seeks more 
profit, naturally the workers, too, 
seek larger income. One can gain 
a little by taking from the other, 
but both can get more only by co- 
operating to increase sales so that 
there are more dollars to be di- 
vided.— Another reason why real 
partnership is essential between 
the distributor and his workers, 
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How Distributors 
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Distributors 
Reduce Cost of 
Carrying Stocks 


$y maintaining local warehouse 
stocks of industrial supplies, equip- 
ment and tools, varying in value 
from $25,000 to more than a mil- 
lion dollars, industrial distributors 
take a great load off manufactur- 
ers in the areas they serve. This 
service is a very definite factor in 
reducing plant operating costs. An 
analysis of a series of plant cost 
studies made in representative 
sections of the country shows that 
plant operators find it necessary to 
add $10.55 to the original of every 
$100 paid for industrial supplies, 
equipment and tools to cover costs 
of stock maintenance. The aver- 
age plant investigated purchased 
60 per cent of its supplies, equip- 
ment and tools from distributors. 
Therefore, think how much 
greater the stock maintenance 
costs of these plants would be were 
it necessary to purchase this 60 
per cent direct in quantities that 
would insure uninterrupted opera- 
tion. 


Distributors 
Reduce Buying 
Routine, Expense 


It requires no stretch of the 
imagination to visualize the sav- 
ings in buying time, effort and ex- 
pense which the industrial dis- 
tributor passes on to his custom- 
ers. Supposing the buyer had to 
interview representatives of all the 
manufacturers of the industrial 
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supplies, equipment and tools his 
plant uses! When would he attend 
to all his myriad and other duties, 
including the purchase of materials 
or commodities making up a part 
of his company’s products or serv- 
ices? One distributor’s salesman 
takes the place of many manufac- 
turers’ men. Likewise, one catalog 
—the distributor’s—provides him 
with product information instead 
of many catalogs, booklets and cir- 
culars from hundreds of manufac- 
turers. One local telephone call of 
inquiry to the distributor makes 
unnecessary expensive long dis- 
tance calls and telegrams to manu- 
facturers everywhere. One pur- 
chase order to the distributor cov- 








ering several items is employed 
instead of a number of individual 
orders to various manufacturers 


(plant purchasing agents vari- 
ously estimate the cost of placing 
each individual order at from 7T5e¢ 
to $2.50); one invoice from the 
distributor offices instead of four 
or five invoices from manufactur- 
ers, and one check goes to the dis- 
tributor at the end of the month 
imstead of a large number to 
manufacturers. 


Distributors 
Serve Two 
Masters—WELL 


The distributor and his sales 
force have a keen sense of respons- 
ibility to two different factors in 
their business lives—their custom- 
ers and the manufacturers they 
represent. Therefore, while they 
aim to do a thorough sales job 
for their principals, they are just 
as much interested in serving their 
customers to the utmost. 

This two-way responsibility has 
very definite advantages to both 
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customers and manufacturers. The 
distributor cannot serve his cus- 
tomers well unless he sells them— 
or tries to sell them—the supplies, 
equipment and tools that will do 
their work most efficiently. Above 
all, he must consider the buyer’s 
interests first—if he is to survive. 
And that is just what the good 
distributor does. He knows each 
customer’s needs. He knows the 
products his manufacturer makes. 
And he is quick to bring to the 
attention of the customer the 
things his house sells which will 
serve that customer best. 

Who can say, therefore, that 
this distributor who is looking out 
for the best interests of his cus- 
tomers is not also serving his man- 
ufacturers in the best possible 
way? When he is seeking ways to 
serve his customer he is studying 
markets and in studying markets 
he is finding places in which to 
sell his manufacturers’ products. 

Knowledge of the needs of his 
customers and the developments of 
his manufacturers makes him the 
most efficient medium for intro- 
ducing new products. When a new 
item is brought out by one of his 
principals, he can usually think 
immediately of numerous ‘ 
where it can be sold as something 
that will definitely benefit his cus- 
tomers—and he also immediately 
commences to look for other possi- 
ble applications. 

The distributor is known for his 
warehouse and delivery service, 
and the savings he effects for both 
the industrials in his territory and 
the manufacturers whose lines he 
sells, but it is his devotion to the 
welfare of both producer and 
buyer that makes him of greatest 
value to bo ‘ 
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Manufacturers Testify 


It’s More Efficient to Sell Through 
Distributors—Because 


Strategically located distributors 
eliminate the necessity for manu- 
facturers maintaining expensive 
branch warehouse stocks and simp- 
lify the work and reduce the costs 
of handling inquiries and orders 
from all sections of the country. 

Distributors assume credit risks 
on customers in their territories 
and radically reduce the manufac- 
turer’s accounting expenses. 

Manufacturers’ packing and 
shipping costs are reduced to a 
minimum since it is much less ex- 
pensive to prepare and send one 
large order of goods to a distribu- 
tor than a number of smaller or- 
ders to direct customers. 

Selling though distributors, the 
manufacturer has a much smaller 
number of customers than where 
goods are sold direct, and, through 
a study of their purchases over a 
period of years, is able to plot a 
production curve with considerable 
accuracy. 

Distributors enable manufac- 
turers to effect selling economies 
and efficiency. Imagine the ex- 
pense the manufacturer would oc- 
cur were he to attempt, with a 
direct selling organization, to make 
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even a fair percentage of the sales 
contacts his distributors’ salesmen 
make daily. 

The distributor spreads his sales 
expense over many lines. Further- 
more, his entree to plants to sell 
his varied lines of supplies, equip- 
ment and tools opens up opportuni- 
ties to sell specfic lines where he 
knows they can be used as 
against “hit or miss” calls by man- 
ufacturers’ men, And the distribu- 
tor has the advantage of intimate 
acquaintance with plant men in his 
territory and local prestige, which 
most manufacturers’ men do not 
With a good distributor 
set-up, the manufacturer can con- 
centrate on turning out good pro- 
ducts and let most of his sales bur- 
den rest on the shoulders of his 
supply house representatives. 


possess, 


The Drama of Emergency Service 








Perhaps not so spectacular in 
appearance is the — distributor's 
place of business, nestling in its 
humble surroundings—until some 
day or night when Hell breaks 
loose in the district. Then, in a 
few terror-racked hours, the dis- 
tributor crew cinch the argument 
of their importance to the commu- 
nity. 

Maybe it’s a storm that plays 
hob with power lines, tosses roofs 
around, shatters windows and in- 
dustrial equipment. Maybe fire 
hits a plant to which hundreds or 
thousands look for their liveli- 
hood. Maybe a flood sweeps in, 
bringing all activity to a dead stop, 
threatening disease and pestilence. 
In any case, the cry of the moment 
is for quick help in mopping up, 
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getting back to normal so work 
will go on, payrolls be resumed. 

Day or night, Sunday, holiday 
or what, the distribution organiza- 
tion always holds the key in such 
emergencies. They have on hand 
the things needed to bring order 
out of chaos. And they have the 
public spirit to go without sleep 
or food until the situation is licked. 

It may cause inconvenience, it 
may cost money ... but it’s a 
tradition of the supply business 
that distributors and their work- 
ers never rest when the commu- 
nity is in trouble and their help 
is needed, 

Parasites? Middlemen? Folks 
won't think so if you tell that 
story to your friends and to every- 
one else you talk to! 


Good Reasons 
Why You Are 
Indispensable 
to Your 
Industrial 
Community 


1. You 
stocks of 
equipment and 
hand to your customers: 


provide complete, varied 
industrial supplies, 
tools close at 
(a) Assuring them uninter- 
rupted plant operation. 
(b) Enabling them to hold 
down their inventory, and 
their warehousing and 
stock handling costs. 
2. You provide rapid delivery serv- 
ice—even at night if necessary. 
3. You enable your customers to 
centralize their buying, simpli- 
fying their routine and expense 
of placing orders, and reducing 
accounting costs. 
1. You keep them up-to-date with 
information on products through 
your salesmen, who contact them 
frequently. 
You handle adjustments and 
complaints quickly and 
factorily. 
>». Your facilities enable your man- 
ufacturers to lower their distrib- 
ution costs and the savings are 
passed along to your customers. 
7. You give your customers a 
double guarantee on the: goods 
you sell them—your own and 
that of the manufacturer. 


or 
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STATEMENTS in the preceding 
pages point to a condition which de- 
mands correction. Harmful misconcep- 
tions concerning the distributor do 
exist and may, in fact, be growing. A 
program of action is set forth (Page 
22) and endorsed by officials of our 
three associations. In addition, a_be- 
ginning has been made toward arming 
every individual in the industry with 
facts which will enable him to take 
action in his own behalf. 

The part undertaken by Mill Sup- 
plies is simply this: As an agency 
which regularly has the ear of persons 
in every level of the distribution trade, 
this publication is in an unusually 
favorable position to assist in the co- 
ordination of the program. Through its 
widespread facilities, Mill Supplies 
can and will collect and present the 
facts so that distributors, workers and 
groups may put these facts to work. 

While our main objective is, of 
course, the improvement of relations 
with customers and the general pub- 
lic, before we can hope to achieve un- 





TOGETHER : 


THIS « 


derstanding on the outside, distributors 
must first understand each other; must 
understand their workers and help the 
workers to understand them. Toward 
all these ends Mill Supplies offers the 
full range of its service. 

Yet the program can begin to roll 
and to achieve results only when you 
make it your business to participate 
actively. No worker is too unimportant 
to help improve the “relations” of his 
firm by speaking out with the true 
facts to his friends and others he 
meets. No executive is so high that he 
can afford not to take definite measures 
to strengthen the position of his firm 
and all jts workers. 

It is disturbing indeed that preju- 
dices should exist to hinder and 
threaten men performing a definite, 
useful business function. Yet, decrying 
these threats and berating the sources 
from whence they come is wasted effort 
that will not lessen their power to do 
personal damage to everyone who 
derives his living from distribution. 


What’s needed is action — INDIVIDUAL ACTION! . 


The stage is set. The issue is clear. 


Plenty of effective ammunition is available. 


WILL YOU join up? 
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protrts on 


Some day we hope to see profit 
and loss figures segregated by 
lines or products. As a starter, 
we recommend consideration 
of the following method of 
breakdown by departments as 
used by the H. Channon Co. of 


Chicago 


Y FOUR YEARS in the mill 
supply industry have 
dampened my enthusiasm 


for statistics, controls and elabor- 
ate records. It costs a great deal to 
keep track of countless little trans- 
actions and the resulting figures 
are of doubtful significance in 
these abnormal years when vol- 
ume, expenses and inventory val- 
ues are kicked around by economic 
and political forces entirely beyond 
our control. On the other hand, 
I would not be able to sleep nights 
or attend meetings of my directors 
or stockholders, if I did not have 
some idea what we are aiming at 
or approximately where we stand. 
It is always a guess at best but 
it has been my experience that if 
we patiently go through the pro- 
cess of making guesses and check- 
ing actuals against our guesses, 
we gradually get to be better 
guessers. 

In the last week of each month 
we make a forecast of volume, 
gross profit, expenses and net 
profit for the next month; also a 
forecast of total purchases vs. cost 
of sales and collections vs. billings. 





costs 





By F. W. COPELAND 
President, H. Channon Co., Chicago 


In due course we solemnly enter 
the actual figures beside the fore- 
cast. We never hit the nail on the 
head, but we are usually close 
enough for the discrepancies to 
stand out conspicuously for inves- 
tigation and discussion. Continu- 
ous charts of purchases, cost of 
sales, inventory, cash, receivables 
and payables shown in silhouette 
over twelve months or more, usu- 
ally bring out interesting relation- 
ships between these vital factors, 
but I hasten to add that nothing 
is reliable or conclusive until the 
final reckoning of inventory at the 
end of the year. As a cushion 
against obsolescence or errors in 
inventory we set up a monthly re- 
serve but this is no great comfort 
in times like these. 

' My own particular baby, how- 
ever, is a monthly profit and loss 
and control report by departments. 


Department Heads Made Responsible 


I am a strong believer that the 
best way to develop personne] is to 
assign definite responsibility for a 
given task and to set up an imper- 
sonal yardstick for performance. 
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As long as the results are satisfac- 
tory, the responsible individual 
should be left as much as possible 
to his own resources without too 
much guidance or interference 
from either his boss or his neigh- 
bor. If the results are unsatisfac- 
tory, the fault lies either with the 
man or with the yardstick and one 
or the other should be changed. 
The nature of our business is 
such that it must be departmental- 
ized. No one man can supervise 
the buying, selling and order-han- 
dling of the entire house or of a 
major department. It is simple to 
make one man responsible for the 
supervision of sales and of sales- 
men and another for the operating 
functions of stock-handling, ship- 
ping, maintenance, etc., but the 
most critical function of all—the 
buying of stocks and determina- 
tion of selling prices—cannot be 
put under one head without dupli- 
cation and delay. One man could 
not possibly receive visitors, watch 
the stock books, specify replace- 
ment orders, check price changes, 
investigate new lines, act as a 
source of information to the sales- 
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men and concentrate on moving 
overstock items—all at the same 
time. Neither could one man su- 
pervise a number of individuals 
dividing up these functions unless 
he in turn talked to most of the 
visitors, personally scrutinized the 
stock books and argued over each 
routine transaction. 

The solution seemed to lie in di- 
viding the purchasing function 
into divisions, each responsible di- 
rectly to me and to no one else. 
We divided our buying into two 
divisions, each with a manager 
called a “merchandiser” and a 
staff consisting of a secretary and 
a pickup buyer. Each merchan- 
diser is responsible for the amount 
of money invested in inventory for 
his division, for gross profit and 
for volume as affected by prices. 
We must rely on his judgment to 
give us a satisfactory turnover of 
invested capital and to minimize 
our losses on obsolescence or de- 
preciation. 

Yardstick for Each Merchandiser 


I asked H. L. Roush, our secre- 
tary-treasurer, to invent a yard- 
stick for each of these merchan- 
disers. This yardstick was to in- 
clude the elements of volume, gross 
profit, net profit and the ratio of 
net profit to investment. I did not 
care how crude the yardstick might 
be as long as it was consistent 
and impersonal. 

Our problem was simplified by 
the fact that departments could be 
separated physically, since we oc- 
cupy a seven-story building. It 
has always been our practice to 
identify orders, shipments and 
purchases by a separate symbol 
for each department. As we cost 
all sales, our regular report shows 
sales, returns and credits, gross 
profit, number of orders and in- 
ventory by departments. In short, 
we already had gross income 
and investment by departments. 
All we needed was a_ break- 
down of expense to determine 
a net profit by departments for 
comparison with the _ invest- 
ment in each department. The 
overhead to be prorated comes to 
us each month segregated under 
such major headings as purchas- 
ing, stock handling, packing and 
delivering, maintenance, sales ex- 
pense, office expense, administra- 
tive expense, fixed expense and in- 
ventory loss reserve. 

How should these forms be ap- 
portioned to departments? 
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Identifiable Expenses Segregated 


Mr. Roush first segregated iden- 
tifiable expenses; for example, the 
salaries of the buyers, pick-up buy- 
ers, order-fillers, foremen and spe- 
cialty salesmen could be charged 
directly against their respective 
departments. Knowing our cost of 
occupancy of the building, rent, 
taxes, insurance, heat, light, 
watchmen, elevator men, amortiz- 
ation of improvements, etc., it was 
a simple matter to break down to 
a cost per square foot and to 
charge each department for the 
footage actually occupied and its 
pro rata share of common usage 
such as general offices, shipping 
floor, packing room, corridors, etc. 
Incidentally we charge the base- 
ment with a lower rental and the 
street level floor with a higher 
rental as would be the case if we 
were renting these spaces separ- 
ately. 

Cost of inventory counting, in- 
ventory losses, fire insurance and 
personal property taxes were 
charged against departments in 
the ratio of the dollar value of in- 


ventory in each of the separate 
departments. 

Please don’t ask me in detail 
what Mr. Roush did with the rest 
of our expenses as this is his own 
private magic and I don’t claim to 
understand it. I don’t mean it is 
anything secret, but that it is a 
purely arbitrary allocation which 
no two people would ever arrive at 
independently. It is sufficient to 
say that every dollar of burden is 
allocated over the departments ac- 
cording to number of orders, num- 
ber of items, number of deliveries, 
dollars of sales, dollars of inven- 
tory or square feet of floor space. 

At periodical intervals of three 
months or so Mr. Roush makes his 
test-check to determine what pro- 
portion of our total deliveries, 
pick-ups, etc. emanate from each 
department. It is reasonable to 
assume these periodical checks are 
not sufficiently frequent to account 
for seasons or trends but it would 
be too costly to maintain a con- 
tinuous check. 

Now, let us see what results we 
get from all this hocuspocus: 





Hypothetical Statement Analyzed 


The following is the monthly statement of a hypothetical department: 


PROFIT & LOSS 
Gross Sales... . 
Store & Cash Sale 


Department Sales 
Returns & Allowances 


Net Sales..... 
Cost of Sale 


Gross Profit. . 
©, Gross Profit 


Commission Income 


TOTAL INCOME 


EXPENSES: 
Purchasing 
Stock Handling 
Packing & Delivery... 
Selling. ... alanis 
Office & Administrative 
Fixed. 


Inventory Loss Reserve 


NET OPERATING PROFIT. . 
©, Return on Average Inventory 
Inventory at beginning of Period 
Inventory at end of Period 
Turnover (No. Mos. Demand) 
Net Sales Ratio. ... 
Items Count Ratio 
Inventory Ratio. 
Floor Space Ratio 
Profit on Inventory 


DEPARTMENT X 

52,915.95 

2,940.59 

49,975.36 

1,434.64 

48,540.72 
37,858.70 
10,682.02 
99.0% 
9.77 


10,691.79 


367.13 
375.43 
1,341.08 
3,609.01 
2,934.71 
855.91 
270.00 


9,753.57 


938.22 
8.5 


135,806.48 
129,188.56 
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Report Provides Real Guide 
The head of the department sur- 
veying this report quickly recog- 
nizes that the 8.5% net return on 
investment was handicapped by 
his items count being above the 


average for the house and his in- 


or ventory investment larger than his 


sales justified. On the other hand, 


he benefitted from the small floor 
space area resulting from good 
warehouse arrangement. He makes 
a mental resolve to increase the 
size of his average order, increase 
en eee one ‘ . F = his volume of sales and to reduce 
CAN YOU TELL which is more profitable, a line with a gross his inventory. You may ask “What 
margin of 15% or a line with a gross of 30%? Not unless you good does it do if he increases his 
know the volume, the average size of order, the special han- volume if this will only increase 
dling and selling expenses and the normal investment in his percentage of expenses charged 
. : , a er . per dollar of sales?” Obviously if 
inventory for each line. Yet this is the most vital question ; 
. ae : the total expense of the company 
for the distributor in determining how to apply his efforts, veensien ecmsienl endl coluas ume fe 
and it is equally important to the manufacturer in establish- creased, the amount of burden 
ing a discount which gives exactly the right amount of incen- 
tive to the distributor. Mr. Copeland who discussed his com- sai gh 
R 7? ; lars will increase; the net profit 
pany’s method of determining departmental profit or loss at will rise and the ratio to inventory 
the recent Triple Mill Supply convention, has consented to improve. If he gets a larger bonus 
write this article with the understanding that he is by no for a net ratio 109% or better, 
means presenting it as a universal or finished method, but obviously he has a very definite in- 
merely as a contribution to a discussion which he hoped would — 
a very graphic comparison by de- 
partments. In one month the de- 
partments varied from 4% to 29% 
in returns on investment and these 
final results had absolutely no ref- 
erence to the comparative gross 


prorated per dollar of sales will 

decrease; the gross profit in dol- 

From the angle of the manage- 

be beneficial to the industrial supply field as a whole. The ment I can say these reports give 
profits of the departments. 


Channon system should be of interest to all distributors, large 
or small, as even the smallest distributor can divide his opera- 
tions between fine tools, bulk products and machinery, or 
between store and basement location.—The Editors. 




















The ratio figures are the key to 
the whole system. This depart- 
ment had 25% of the total sales 
of the company, therefore it was 
charged with 25% of the total com- 
pany expenses allocated to dol- 
lars of sales—viz. sales expense, 
executive salaries, federal taxes. 

This department had 30% of the 
items handled by the company. gan 
Therefore it is charged with 30% os 
of the total company outlay for on uuu 
office expense, packing & shipping, ot ne te t 
delivery, etc., prorated by items or 
orders. 

This department had 27% of 
the inventory. Therefore it is 
charged with 27% of the total com- 
pany expense for personal property 
taxes, inventory loss reserve, fire 
insurance, inventory counting, etc. 

Finally, this department occu- 











Panel display of tools developed for use on salesmen's cars. Panels are mounted 
on both sides of the car, showing a large variety of machinists’ tools. When 


pied only 9% of the floor space of 
the building and therefore was 
charged with only 9% of the rent 
and maintenance of the building. 


parked near a plant, this car attracts crowds of the mechanically minded and 
results in frequent on-the-spot sales or leads for future follow-up. The idea 
would be equally effective on light delivery trucks. 
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lanterns 


Circle 
selling fast over the 


shows 














counter; left is one ship- 
ment of 360 forks at 
Belcher & Loomis in 
Providence; below, the 
boat from L. L. Ensworth 
with an order gives a 









































lift to a citizen 




















































This ruin below was a summer 
hotel; at New London, big 
boats were tossed up like corks 
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By ANGUS MACPHERSON 


Associate Editor 


gescy service that distribu- 

tors have preached for years 
is no longer a theory in New Eng- 
land. Amid the ruins of what were 
beautiful seaside resorts or thriv- 
ing industrial districts, supply 
houses stand as a pillar of strength 
to the people of this devastated area. 

In the first few hours after the 
triple disaster of wind, water and 
fire, with entire states practically 
isolated, without light, heat, 
power, communication or trans- 
portation, there was an immediate 
demand for axes, saws, rope, 
pumps, lanterns, etc. Roads were 
blocked by hundreds of thousands 
of uprooted trees, thousands of 
miles of power lines were down, 
buildings were wrecked and cities 
were flooded. The distributor was 
the only agency in possession of 
the large quantities of supplies 
and equipment necessary to meet 
the emergency. 

The supply houses that were 
flooded moved their orders out of 
second story windows into boats. 
Those that escaped the flood segre- 
gated all stocks that were in de- 
mand and sent out orders as fast 
as they could be loaded onto 
trucks. On 24-hour schedules these 
rumbled along treacherous high- 
ways on their missions of relief. 
Few jobbers had other than lan- 
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tern or candle light and many 
sloshed around in two or three feet 
of water. 

At the crack of dawn on the 
morning after the disaster sales- 
men got to their customers by 
whatever means possible and soon 
orders began pouring in. Many 
needed equipment to cut away 
tangled masses of steel. Others 
had to have wire rope and cable to 
guy up walls that threatened to 
fall. Lanterns and flashlights were 
sold by the tens of thousand. 

Utilities and railroads especially 
were hard hit and their first de- 
mands cleaned some houses right 
out. Every means of communica- 
tion and transportation was util- 
ized to get stock from manufact- 
urers. In Hartford, Hunter and 
Havens brought in tons of rope 
from New Bedford on a ten-wheel 
trailer. L. L. Ensworth made de- 
liveries by boat and Clapp and 
Treat manufactured their own saw 
and axe handles. In Providence, 
the New England Light and Power 
Co. moved out Barker-Chadsey’s 
stock in boats. When a truck from 
Jersey City finally arrived at 
Belcher and Loomis after two days 
and two nights on the road, 17,200 


service after the eight block fire 
stopped practically at their door. 
This story of immediate mobili- 
zation can be repeated for all dis- 
tributors in all cities in the 
stricken area, An extra demand 
will continue during the long 
steady pull towards restoration. 
Hundreds of square miles will have 
to be cleared of wreckage and de- 
bris before real reconstruction can 
begin. Hundreds of miles of roads 
and thousands of miles of power 
lines must be put back in service. 
Railroads must rebuild roadbeds 
and bridges. Water transport 
needs docks and piers. Industry 
must clean up and replace damaged 
equipment. Thousands of families 
will be rehabilitated. And above 
all, preventive measures must be 
taken against so drastic a loss of 
life and property in the future. 
3y the very virtue of his func- 
tion the industrial distributor in 
this district is the only agency 
possibly able to supply the local 
demand for the required tools, 
equipment and supplies. Certainly 
there will be many sleepless nights 
and days of backbreaking labor for 
all in the supply business before 
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New England distributors have 
been working day and night for 
weeks to restore some sort of 
order to the chaos that exists 
in their territory as a result of 


September's tragic disaster 


a 
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SHIPPING ROMP: 


the job is completed. Yet, for his 
ability to come through in this 
crisis, the distributor will have 
built a firm respect for the mean- 
ing of the word “Service”. 


flashlight batteries, and 500 gas 
lanterns were sold in less than an 
hour. Darrow and Comstock in 
New London rendered yoeman 


A typical flood shot in 
Hartford and washing wire 
fence from a flooded cellar 
in Providence. Pictures be- 
low show ruins of summer 
colony at Westerly and 
stores in New London 
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Sales Promotion Counselor 
The Ross-Willoughby Co., 
Columbus, Ohio 


Ross-Willoughby, in a_ well- 
planned and thorough cam- 
paign of sales promotional ad- 
vertising, is striving constantly 
to give customers and pros- 
pects information that will 
create interest in R-W prod- 
ucts and services—and the 
program is bringing very grati- 


fying results 


move been . 








By use of these attractive presentations, 
the distributor individualizes his own story 
and keeps the customer constantly reminded 
of the advantage of buying from the local 
supply house 
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tor, according to the enlighten- 

ing definition in the dictionary, 
is to “distribute”. This definition, 
however, describes only one part 
of the duties of the modern indus- 
trial distributor, for today the dis- 
tributor looks upon his duties as 
two-fold. To the supply manufac- 
turer he acts as a distributor, 
while to the supply user he is a 
supplier. 

It is this two-fold view of the 
distributor’s functions that is 
making him more alert to the need 
of advertising in his own behalf. 
Most distributors have always 
done some advertising, but in 
many cases this advertising effort 
has consisted only of passing along 
the literature or blotters furnished 
by the manufacturers, with per- 
haps the distributor’s name im- 
printed at the bottom. 

Manufacturers’ literature still 
has an important place in the dis- 
tributor’s advertising plans, and it 
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is very necessary. But by the addi- 
tional use of his own advertising 
the distributor is able to give the 
manufacturer’s story an individual 
and local slant that not only in- 
creases is effectiveness, but also 
gives the distributor a more defi- 
nite and substantial place in the 
picture. This is as desirable to the 
manufacturer as it is to the dis- 
tributor. 

At Ross-Willoughby our local 
advertising has assumed many dif- 
ferent forms in the last five years. 
However, the effort always strives 
to tell something interesting about 
our service and our products, and 
to give it the most local appeal. 
We try to “sell them by telling 
them’. We find that the products 
themselves keep the advertising 
new and informative. The features 
of our service do not change great- 
ly, but products change and im- 
prove constantly. We believe every 
product has features of absorbing 
interest for those who are intended 
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to use it. It is this definite useful- 
ness that we try to keep uppermost 
when preparing the advertising. 
We try to “let the goods talk’. 


Products Tell Own Story 


There are many sources from 
which information of this kind 
can be gathered to pass on to our 
field. The steady advance in the 
design and application of supplies 
and equipment is fertile with in- 
teresting ideas, and makes a story 
that needs telling locally. Telling 
this story not only promotes imme- 
diate sales of supplies and equip- 
ment that fit in with the new and 
better methods, but it tends to 
establish the supply house in the 
minds of local users as a thorough- 


ly progressive local supply source. 


It has always been our theory 
that it is impossible for all of our 
customers to know ail about all of 
the supplies we sell. Even the 
most common and widely used sup- 
plies are new items to some. Even 
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when they’re not, there are points 
of interest which can be given a 
new advertising slant. So instead 
of lacking something to talk about, 
it is a question of which of the 
many items should be featured. 


Suggest Items from Catalog 


The large general catalog which 
Ross-Willoughby issues is a handy 
source of suggestions as to what to 
promote. In our letters and bulle- 
tins we often give the page where 
the item can be found. We regard 
this catalog as a constant sales- 
man. Anything we can do to get 
supply users to consult it is good 
advertising. 

Supply users, it would seem, are 
always interested in machine shop 
data, in engineering tables and 
other practical information. <A 
short time ago we decided to send 
a copy of our pocket catalog on 
drills, reamers and cutters to cus- 
tomers and prospective customers 

(Continued on page 88) 








Service is the keynote of the 
modern distributor. He has the 
stock and delivery facilities to 
give fast and efficient attention 


to customer needs 
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By E. J. TANGERMAN 
Technical Editor 
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Above—Even a vertical drive is 
simple now—if it incorporates a 
pivoted motor base. Right—Here's 
a quarter-turn drive, from "Cat" 
diesel to deepwell pump, driven 
effectively by flat belt 
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HEN a leather-belt drive 
gives trouble, there’s al- 
Ways a reason, of course, 


but it may not be the one the cus- 
tomer has all picked out. Provid- 
ing only that the leather belt you 
sold was in accordance with the 
manufacturer’s recommendations, 
the difficulty lies somewhere in 
improper operation. 

How do you go about finding 
the trouble? First, check to be 
sure you recommended the right 
belt—proper width and number 
of plies, proper tannage, and so 
on. If that’s all right, it’s not 
what the belt is doing, it’s what 
is being done to it. 
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When the going gets tough, 
and the leather belt you sold 
doesn't work, what do you do? 
Do you grab the saddle horn 


and pray, or shoot for trouble? 





What does the belt do? Does 
it slip? That means overload, 
too short centers, belt too dry, or 
dust or oil between belt and pul- 
ley. Many overloads occur be- 
cause the user forgets that start- 
ing or speeding-up loads may be 
a lot larger than normal running 
ones—as much as twice as large. 
The motor nameplate (if it’s a 
motor drive) is no real indica- 
tion, for most motors can deliver 
50% or greater overloads for 
short periods of time. It’s safest 
to recommend a belt heavy 
enough to take double the name- 
plate rating, providing driving- 
pulley diameter and center dis- 
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tance permit. If center distances 
are too short, it may be advisable 
to suggest a tension motor base 
as a simple solution. A belt too 
dry needs a touch of the proper 
dressing; one oily or dusty needs 
cleaning. Oil can be removed 
with various solvents; brush- 
ing, blowing and an application 
of dressing will overcome dust 
troubles. The commonest oil-re- 


moval method is to degrease with 
gasoline, then re-oil with neats- 
foot oil. 

Is the belt running to one side 


on the pulleys? Turn it around. 


If it still runs to the same side, 
the pulleys are not in line or are 
not parallel. If it runs to the 
other side, the belt is crooked and 
should be stretched or rebuilt, 
preferably by the maker. An- 
other cause of one-sided running 
is a belt too large for the load. 

3elt weaving on the pulleys is 
caused by too much or too little 
crown on the pulleys or an under- 
loaded belt. 

Other causes of belt crooked- 
ness are forcing a belt too hard 
onto the pulleys at time of instal- 
lation, trying to force on a new 
belt with the driving shaft 
powered, or a belt rubbing 
against something on one side. 
3e sure initial tension is right— 
the usual rule is to make the belt 
one per cent shorter than the 
measured length before putting 
in fasteners or cementing it to- 
gether. Sometimes what a cus- 
tomer calls excessive stretch may 
just be his failure to remove 
initial stretch. 

(Continued on page 80) 


Left—Sometimes, you can sell two 
belts for one—here are two belts 
running on the same big flywheel, 
one over the other. Below—And 
here's one sensible group drive in 
a punch-press department—special 
motor base mounting for a short- 
center flat-belt drive, then flat belts 
to each machine 
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EPTEMBER'S two outstanding 
strikes spilled over to impair 
distributor service on both 

coasts. In the West, the Associa- 
tion of San Francisco Distribu- 
tors (first reported in MILL 
SUPPLIES, Feb., 1938) met a 
severe test of strength and elected 
to close nearly all 180 member 
warehouses. The situation was 
still hot at press time. In the East, 
a trucking strike, now settled, 
snarled deliveries in the New 
York area for nearly two weeks. 
The San Francisco picture is 
complicated by the fact that all 
types of distributors are members 
of the association. The trouble 
symptoms began early in July 
when the subject of new contracts 
came up. The union wanted sepa- 
rate contracts and the association 
held out for one master contract. 
The now famous “hot” freight car 
then entered the scene. Claimed 
by the union to heve been loaded 


by strikebreakers, it was given 
the “Hands off” order and work- 
men were told not to unload it. 


Their refusal meant shutdown 
of the warehouse wherein they 
worked. The car went from ware- 
house to warehouse leaving a trail 
of shutdowns in its wake. 
Although on Sept. 23 progress 
toward peace was reported, on 


strike 


on Both Coasts 


Sept. 2 the hot car went back into 
circulation and more shutdowns 
occurred. The Distributors Asso- 
ciation is molded along the same 
lines as the maritime employers 
group and thus far has presented 
a united front. If, out of the pres- 
ent strike, the association emerges 





with as strong a structure as the 

maritime group it will be consid- 

ered an important development. 
(Continued on page 80) 






















‘SHALL SAN FRANCISCO LOSE 
- HER GREAT DISTRIBUTING 
~~ INDUSTRYP 


Union Leaders Again Refuse Our Proposal to Bargain Collectively 
With a Single Contract on All Points at Issue. Wages and Conditions 
of Work Are Already the Best in the United States. 


We have offered te recognias the Union as bar- 
Oe porcreg: metre sehr rst 





Unien officials have refused again and again. 


We have been told many timer thet the lone YOU HAVE AN INTEREST IN THIS 


te ‘This le 2 serious situation for us. It is serious for 
powerful employer, aud that, for this reason, collective on ates: It is serious for San Francisco. 


We right. ret, a ee ene = 
onreatves. -™ 












ASSOCIATION OF SAN FRANCISCO DISTRIBUTORS 
Representing 180 Wholesalers in the San Francises Bay Aree 


Above: Newspaper advertisement setting 
forth position of the San Francisco dis- 
tributors during the strike. 

Below: Fleet of city-owned trucks massed 
before the City Hall in New York before 
starting out to do the work of strike-stalled 
vehicles. 


Wide World 
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HE Wisconsin Mill Supply 
T cu held its Annual Outing 

at the Tripoli Country Club, 
Milwaukee, July 29. 

Members of the club and their 
friends, after teeing up in the 
rough and getting out of sand 
traps with hand mashies for 18 
holes, returned to the clubhouse 
to collect prizes and refreshment. 

After adding up their scores and 
then deducting 474—25—10—74— 
745—74% (wood screw discount), 
they turned in their cards to the 
prize committee. 

The Tripoli Club is equipped 
with a lie detector, but, after it 
was applied to one member, the 
fuse blew out. 

Al Green (National Twist Drill 
& Tool Co.) was appointed col- 
lector for the visiting manufactur- 
ers’ salesmen, and he says he 
never knew it was so hard to get 
a “five” out of them. (The dis- 
tributors knew that a long time- 
ago.) 

When the usual showers and 
alibis were over, all proceeded to 
the dining room, where Master of 
Ceremonies Charlie Curtis (West- 
ern Iron Stores, Milwaukee) in- 
troduced the officers of the club 
and the prize committee. 

Following dinner, the prize com- 
mittee — Howard St. George 
(Shadbolt & Boyd, Milwaukee) 
and Oscar Foerster (Frankfurth 
Hardware, Milwaukee) — pro- 
ceeded to distribute the job lot 
merchandise prizes. Some of the 
golf balls were dated 1937, and 
we presume were purchased when 
the distributors still had some 
money. 







By FRANK M. SUMMERS 


John Pritzlaff Hardware Co., 
Milwaukee 


With Bill Bauer (Behr-Mann- 
ing) at the piano, community sing- 
ing, was indulged in until the 
manager of Tripoli reminded the 
celebrants that, although the club 
was located in the country, he was 
receiving complaints from the 
farmers in the vicinity that their 
chickens wouldn’t go to bed. 

A good time was had by all. 
Editor’s Note — Following is an 
excerpt from the humorous invita- 
tion to the Wisconsin club outing 
issued by Walter Huchthausen 
(Huchthausen Co., Manitowoc) as 
“exalted chiseler” and Mr. Sum- 
mers as “exhausted chiseler”: 

“The 50th?? annual outing of 
the Wisconsin Mill Supply Club— 
better known as THE INTERNA- 
TIONAL ASSOCIATION OF 
PRICE CUTTERS—will be held 
on July 29 at the Tripoli Country 
Club, Wilwaukee, Wisconsin. This 
location has been selected because 
of its close proximity to the House 
of Correction. 

“This annual affair started as 
a marble or ‘mibs’ tournament, 
graduated into a croquet game on 
Oscar Foerster’s country estate, 
where corncob smoking and hard 
cider could be enjoyed. A few 
years ago cow pasture pool was 
substituted. 

“The feature of this organiza- 
tion is the lack of harmony exist- 
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Top, L. to R.— "Griff" Jones and George 
Hemingsen of Mohr Jones Co., Racine; 
Walter Huchthausen of Huchthausen Co., 
Manitowoc. 


























Center, L. to R.—Standing “Griff Jones; 
Walt. Huchthausen; Jack Thompson, Ameri- 
can Steel & Wire Co., "Irv." Farnham of 
Cleveland; Kneeling, Howard St. Gorge, 
Shadbolt & Boyd Co.; Frank Summers, John 
Pritzlaff Hdwe. Co. 


Bottom, L. to R—C. E. Curtis and W. W. 
Ethier of Western Iron Stores Co., Louis 
Lincoln, Bay State Tap & Die Co. 


ing among its members. For three 
months before this annual meeting 
the members compete with each 
other in cutting prices to get the 
order for the prizes. After the un- 
lucky member obtains the order 
and prizes are distributed, he not 
only loses money but is asked to 
replace golf balls that do not float 
and even has to replace flashlight 
batteries that do not last forever. 

“Recently, members of the 
United Commercial Travelers or 
‘Permanent Vacation Boys’ have 
been invited to come and help cele- 
brate this annual affair. Nobody 
knows why this was done unless to 
add to the noise made by the regu- 
lar members.” 
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100=Average Monthly Sales, 1923-1925 
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DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 

















A 
24 UFMAMJ JAS OND JFMAMJJASOND 179 JEMAMY raat ae Pleated SOND 
23 37 738 160 3 | 1938 
22 150 
21 140 
20 130 
19 120 
18 110 
17 100 
16 90 
15 80 
14 70 
13 60 



































Supply sales in August followed the upward trend of industrial 
production. After marking time through the Summer, the Sales 
Indicator veered upward to 86.1, the highest point reached since 
last November. Greatest gain was shown by the North Atlantic 
district, which rose from 89.2 to 105. Size of the average order 
rose to $15.80. The decline in orders per day is attributed to the 


fact that the month of August contained two more working days 
than did July. 
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This is no play on words, but if you would sell the 


carpenter, the woodworker, the patternmaker, it 


would behoove you to read these toolkit suggestions 


HERE can you sell wood- 
WW vrorxins tools? Who buys 
them, what does he buy? 


The Carpenter—Well, to start 
off with, there’s probably a build- 
ing going up around the corner. 
Or a construction job with wood 
forms or scaffolding. Working 
there are carpenters who buy their 
own tools—so every carpenter is 
a prospect, if you stock a full line 
of handsaws, clawhammers, screw- 
drivers, and so on. He buys auto- 
matic screwdrivers, bits (from }- 
to 1-inch), an expansive bit, a bit 
brace, a breast drill with a set of 
small drills to 4-inch, shingling 
hatchet, a raft of flat chisels and 
gouges, a set of four or five planes 
from a little block to a big fore 
and a rabbeting plane, drawknife, 
spoke shave, an adjustable open- 
end wrench or two, nail set, glass 





cutter, small crowbar, carpenter’s 
and combination steel squares, a 
2-ft. and a 6-ft. folding rule, a 50- 
ft. steel tape, a level, a plumb 
bob, and all kinds of accessories 
like oil stones, putty knife, saw set, 
scrapers, clamps, etc. But you'll 
have to see him as an individual 
—he picks out his own tools as he 
needs or wants ’em. 

You’ll find the carpenter around 
here and there when you make 
other calls too. In a _ building, 
there’s usually at least one, maybe 
several, plus a machinist who also 
buys tools. In an industrial plant, 
the carpenter is usually one of the 
maintenance men (another is that 
plier buyer, the electrician). Ina 
power plant, he’s probably in the 
erection or construction crew. And 
don’t forget the carpenter shops 
of your local schools. 


1. fools 


The Woodworker— You may 
have to hunt a little farther to 
find the woodworker. He haunts 
the local “wood mill’, the big sash- 
and-door-plant, the planing mill, 
the furniture factory. He prob- 
ably has all the tools we mentioned 
for the carpenter, probably did 
some carpenter work at one time. 
But now he’s not so much of an 
individualist—he probably is run- 
ning machines. Even so, he’ll keep 
his tool kit up to date, adding cali- 
pers (inside and out), a leather 
strop, marking gage, compass saw, 
spoke shaves, trammels, and a 
turning tool or two. His boss will 


be buying planer knives or steel 
(Continued on page 86) 













Above—The patternmaker also often 
uses the tools of other crafts. Here's 
a new Pontiac design in model form, 
on which the patternmaker is using 
clay-modeling tools and a surface 
gage. 


Left—Pontiac patternmakers hard at 
work on a built-up wooden pattern 
for a front-fender female die. One 
is using a spokeshave, one a rasp, 
one a scraper, and there's a flat 
offset chisel standing ready. 








1. What are the two common 
types of air hose? 

2. Does the rubber add to hose 
bursting resistance? 

3. Do more plies mean stronger 
hose? 

4. Where are very heavy covers 
justified ? 

5. Which is more likely to cause 
deterioration of a hose tube. heat 
or oil? 

6. What service is most severe 
on air-hose tubes? 

7. What does heat do to the 
tube? 

8. Is air hose for mine service 
heavier or lighter than that for 
industrial use? 

9. What is the commonest rein- 
forcing fabric in hose? 

10. How high a safety factor 
should standard air-hose have? 

11. What are common working 
pressures for such hose? 

12. What are common bursting 
pressures? 

13. Which are determining char- 
acteristics in hose safety factors? 


Answers on Page 96 


Sam Supplier Solves a Split-Up 


T’was Saturday morning, and 
Sam Supplier, figuring nothing 
much would be doing, had just 
hoisted his feet onto his desk and 
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"Ye, Gawds! My Wife!" 





settled back for a nap when the 
telephone rang. One of his favor- 
ite purchasing agents was working 
on a flower box for his wife that 
he figured he wanted to decorate 
with some stainless steel because 
he’d found some unused stainless 
tacks in the storeroom. Could 
Sammy maybe, like a good guy, 
a pal, send over four pieces exactly 
the same shape and size, each one 
with about 3 square inches of 
area? 

Being smart, and remembering 
that there’s always a Monday, Sam 
said “Sure!” But out on the stock 
racks there was only one piece of 
stainless sheet, shaped like this: 

Note that it totals 12 square 
inches, and remember, four pieces 


of equal size and shape. Can’t 
you help Sam keep a friend? If 
you give up, look for Sam’s final 
solution on page 96. 
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The Xhinese 


HK A PROVERK FOK iT 


A friendship lasts longest when money 
is neither borrowed nor lent. 


Never was a good work done without 
much trouble. 


Running away is useless, if one leaves 
his shadow behind. 
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from the Trade Press 


Because of space limitations, most items appearing in this 


department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


Humorous Advance Cards 
Promote Good Will 


For a number of years, General 
Printing Ink Corporation has been 
preparing advance cards for Irving 
Nathan, one of the company’s sales- 
men. According to Herbert Kauf- 
man they have been found “extremely 
successful in promoting good will as 
well as in keeping the customer 
aware of this man’s name and per- 
sonality.” 

Before a card grows too old to 
continue to excite interest, it is su- 
perseded by another one. Some of 
those in the series picture Mr. Na- 
than (always master of the situa- 
tion) as follows: sitting on a powder 
keg, lighting his pipe—‘‘Don’t blow 
Up! We know how to handle matches 
(color or otherwise). I'll blow in on 
or about ”: togged out as a fish- 
erman—“‘Nothing Fishy About This 
Tale! Did I ever tell you about the 
one that got away? Remind me when 
I cast in on or about ”: open- 
ing the door of a dark closet con- 
taining a skeleton—‘We Make No 
Bones About It—No skullduggery or 
rigging, but a solid framework built 
on 77 years of quality ink manufac- 
ture. I’ll rattle in on a or about —”. 

Being a blotter this advance card 
serves a dual purpose. In many cases 
it is said that the cards are tacked 
on the walls in offices of recipients. 
—Printers’ Ink Monthly, July, 1938. 











Locating V-Belt 
on Wide Sheave 


When a wide V-belt sheave is only 
partially used, do not place the belt 
at the outer end of the sheave, as 
in Fig. 1, but put the belt at the 
inner end of the sheave Fig. 2. The 
former is commonly done because it 
is the easiest. 

In Fig. 2, pressure on the bearing 


will be less because the load is ap- 
plied nearer to the bearing than in 
Fig. 1. With any belt drive, the 
farther the center of the belt pull is 
from the bearing, the higher the 





Fig. 2 shows the better way of applying 
V-belts to a wide sheave that is only par- 
tially used 


loading on the bearing, other condi- 
tions being equal. Consequently, the 
greater will be the friction and loss 
of efficiency—By J. H. Squires in 
Power, September, 19238. 


Sales Meetings 
That Get Goats 


“Tomorrow we have another sales 
meeting; so there goes my morning.” 
This wry comment was passed to me 
the other day by a wholesaler’s sales- 
man. 

Most salesmen have the same com- 
plaint about these meetings. They 
would like sales meetings better if 
the sales manager would prepare a 
regular schedule so that they could 
know in advance when to expect 
them, and something about the topics 
to be presented. 
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Then again, most sales meetings 
are too long winded; too much per 
talk. This unadulterated inspira- 
tional stuff doesn’t get over every 
time, although a little of it is good 
once in a while. 

Another thing salesmen dislike 
about sales meetings is the school- 
room atmosphere. The Boss, school- 
master-like, does all the talking. The 
men just listen. Salesmen on the 
firing line talking to buyers every 
day turn up many ideas worth dis- 
cussing, and they'll talk if they get 
the chance. 

All sales meetings should be con- 
ducted more as idea exchanges be- 
tween salesmen than as classes in 
salesmanship presided over by sales 
managers. It wouldn’t be such a bad 
idea, either, if manufacturers’ repre- 
sentatives, when addressing sales 
meetings, played down engineering 
features and gave more ideas on 
how to sell their products—By Fred 
Merish, Wholesalers Salesman, Sep- 
tember, 1938. 


Qualifications of 
The Ideal Sales Manager 


Harry N. Tolles, president of the 
Sheldon School, Chicago, recently 
asked a selected group of business 
executives to list five or more of the 
qualifications they believed of first 
importance in selecting a sales man- 
ager. 

In his compilation of the essentials 
of the sales manager, Mr. Tolles 
found that executives mentioned as 
prime requisites the following: 

Twenty-eight listed a background 
of successful personal selling. In 
other words, the sales manager must 
have proved himself a salesman be- 
fore he could qualify to guide others. 

Nineteen put down that the suc- 
cessful sales manager must be a 
leader of men, 

Seventeen listed “personality” as 
a vital force in the sales manager’s 
make-up and 14 commented on the 
fact that he must be able to hold the 
confidence and respect of his men. 
Fourteen said that the sales manager 
must have enthusiasm and ten put 
down that he must be “inspira- 
tional.” 

Thirteen sounded the belief that a 
successful sales manager must be a 
hard worker or “diligent” and 13 
said he must be a good judge of 
human nature. 

Thirteen spoke of honesty of pur- 
pose. Thirteen also mentioned that 
he must have the courage of his 
convictions, and twelve spoke of 
vision. 

Eleven said that the sales man- 
ager must be fair, square, impar- 
tial or non-partisan—all of which 
means probably much the same 
thing—By Lester B. Colby, Sales 
Management, September 15, 1938. 
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10 years Ago IN MILL SUPPLIES 
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OSEPH A. SCALLAN, THE DAYTON SAFETY pic 
LADDER COMPANY, CINCINNATI, AND A.J.MALE, 
THE BONNEY FORGE AND TOOL WORKS, ALLEN- 
TOWN, PENNSYLVANIA, WERE AUTHORS OF AR- 
TICLES APPEARING IN THE MILL SUPPLY SALESMAN? 
a OF MILL SUPPLIES FOR OCTOBER, 1928. 


“SNEWS ITEMS 








Keitu, SIMMONS COMPANY, INC, NASHVILLE, CHOSE AS ITS OFFICERS 


WALTER KEITH, PRES., SAMUEL J. KEITH JR.,W.M.PARRISH, WALTER 
KEITH JR., B.C. KRIEG, EWING KEITH AND HENRY BRACKMAN, VICE 
PRES'D'S., AND JOHN D. LEWIS, SEC. ANDTREAS. 





JAAN INCREASING NUMBER OF DISTRIBUTORS WERE MAKING USE OF 
THE DISTRIBUTOR ADVERTISING PLAN OFFERED BY MILL SUPPLIES 
AND DESIGNED TO SELL CUSTOMERS AND PROSPECTS ON THE AD- 
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ESCRIBED IN MILL SUPPLIES'OCT- 
OBER 1928 ISSUE, WERE THE MANY 
ATTRACTIVE FEATURES OF THE 200- 
ACRE MOUNTAIN CAMP PROVIDED BY 
HENDRIE € BOLT HOFF MANUFACTUR- 
ING AND SUPPLY COMPANY, INCOR~ 
PORATED, DENVER, FOR ALL EMPLOY- 
EES AND THEIR FAMILIES. 

















—— A df, 
HWPAUL ARMSTRONG » 





Recretrutty AN- 

NOUNCED WERE THE 
DEATHS OF THREE WELL 
KNOWN FIGURESIN THE 
INDUSTRIAL SUPPLY 
FIELD--PAUL ARMSTRONG, 
PRESIDENT AND (0-FOUND- 
ER OF THE ARMSTRONG 
BROTHERS TOOL (OM- 
PANY : RICHARD MILLER, 
PRESIDENT, THE ADVANCE 
CAR MOVER COMPANY: 
AND JOSEPH ANDREW 
JEFFREY, CHAIRMAN 
OF THE BOARD, THE 
JEFFREY MANUFACT- 
URING COMPANY. 









qvostrn ANDREW JEFFRE yp 
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VANTAGES OF BUYING THROUGH THE SUPPLY HOUSE - - - 





THE BRIDGEPORT CHAIN CO, BECAME THE FIFTH PLANT IN A 
(OAST-TO-COAST ORGANIZATION WHEN IT WAS PURCHASED BY 
THE OWNERS OF THE CLEVELAND CHAIN AND MANUFACTURING CO. 





The stDNEY B.ROBY CO, ROCHESTER,N.Y,, HAD JUST ISSUED 1T5 
FIRST COMPLETE MILL CATALOG. 





KE uty-LiNEHAW BELTING (0, OF SAN FRANCISCO, WHICH 
FOR THREE YEARS HAD OPERATED ASA SEPARATE UNIT OF 
THE PACIFIC MILL & MINE SUPPLY CO., SAN FRANCISCO, 
WAS MERGED WITH THE LATTER ORGANIZATION. 
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{Reading time- 29 seconds or less} 


@ A 126% increase in production on a 
brushing operation is gained by using 
the right brush for the job in a plant 
manufacturing electric motors. Tests 
made to compare the efficiency of 
brushes used formerly with Osborn 
Brushes recommended for the work 
caused the manufacturer to standardize 
upon Osborn Brushes. The Osborn 
Brushes cost 12 cents more per section 


than the brushes used formerly. but the 








price differential was insignificant com- 


pared to the increased efliciency and 
longer life of the Osborn Brushes. It’s 
good business to use good brushes prop- 
erly selected to match job requirements! 

Osborn and the Osborn Distributor 
in your locality can help YOU gain 
the cost saving advantages provided 


by Osborn Brushes. Ask about it! 














October advertisement reaching more than 40,000 users 


of industrial brushes throughout the nation. 
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HOW “BRUSH CONSCIOUS” SALESMEN 


i il). bigger Gr — Bur LHESA 


@ “Sell the right brush for the job and 
repeat business comes automatically!” 


say “Brush Conscious” Salesmen. 


Take the typical case outlined in 
the Osborn October advertisement 
reproduced in miniature at the left. 
A “Brush Conscious” Salesman helped 
a customer select an Osborn Brush 
that boosted production 126% on cer- 
tain work. Who gets the repeat busi- 
ness? And who has the best chance of 
getting the lion’s share of that cus- 
tomer’s entire brush business? 


Building good volume with Osborn 
Brushes is “as easy as 1-2-3.” Here’s 
why: First: There’s an Osborn Brush 
for almost every industrial brush need; 
Second: Every plant is a prospect for 
one or more types of Osborn Brushes; 
Third: Ask for the business on every 
call and, whenever possible, help cus- 
tomers select the right brush for the job! 


Remember that an Osborn factory 
representative is in your area to help 
you when needed. Make the most of 
YOUR ability to build good volume 
selling Osborn Brushes. Ask for the 
business on every call! 


JHE OS80RN MANUFACTURING COMPANY 
$401 HAMILTON AVENUE ° CLEVELAND, OHIO 
Sales Offices: New York « Detroit ¢ Chicago «San Francisco 


IT’S GOOD BUSINESS TO SELL 
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Southern Association 
To Hold Two Meetings 





Southern Supply and Machinery 
Distributors Association has just 
announced through its secretary, Al- 
vin M. Smith, two district meetings 
to be held during the month of No- 
vember. 


The first meeting, at which all of 
the Southeastern members are ex- 
pected to attend will be held at the 
Atlanta-Biltmore Hotel, Atlanta, 
Ga., November 11-12. 

The Southwestern district meeting 
will be held in the Washington- 
Youree Hotel at Shreveport, La., 
November 15-16. Members West of 
the Mississippi and in the states of 
Mississippi and Lousiana will be 
present. 


It's Melodrama for 
H. Channon Co. 


Outstanding event of a recent sales 
meeting at H. Channon Co., Chicago, 
was a one-act playlet presented 
jointly by representatives of the in- 





A recent H. Channon (Chicago) sales meeting gave drama full sway. 


Here's 


the final scene from the "Curse of Gold'""—tool salesman gets the order and 


pricecutter gets left in the cold. 
R. P. Kellen, E. Slattery 


Officers and employees of the Charles Bond Co., Philadelphia 


al 
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Left to right: J. V. Trojan, W. P. Warchol, 
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, feast in celebration 





dependent Pneumatic Tool Co. and 
the H. Channon Co. 

Taking as their theme, the age-old 
battle between price and quality, the 
cast dramatized for the assembled 
H. Channon salesmen, the outstand- 
ing features of Thor Tools. 

Burlesqued though the story is, 
it demonstrates the most effective 
ways of combating that “ole debbil 
price” and uses the features of Thor 
tools to show how to sell quality. 

The cast, with R. P. Kellen as 

M. A. Toughbuyer, the P. A.; E. 
Slattery as I. Blastmore, the price- 
cutting salesman; J. V. Trojan as 
D. O. Riteway, the shop superin- 
tendent and W. P. Warchcol as the 
quality distributor’s salesman, gave 
a convincing performance. 


Central States Group 
To Meet November 14 


Announcement has just been made 
of the annual meeting of the Central 
States Mill Supply Association to be 
held November 14 at the Palmer 
House, Chicago. 

The tentative program calls for a 
distributor meeting in the morning 
followed by a reception for manu- 
facturers and a banquet in the eve- 
ning. Plans have not yet been com- 
pleted for the afternoon’s program. 


Vickers Promoted 


John Vickers, who has been with 
the George Worthington Co., Cleve- 
land for 25 years, has just been pro- 
moted to assistant manager of the 
mill supply department. Harry Rid- 
dle is manager of this department. 

Mr. Vickers started his career as 
an order boy in the shop and later 
on was given his own territory as a 
salesman in Cleveland. 


of the firm's 50th anniversary 
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Ask about the HEWITT Profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE © CONVEYOR AND TRANSMISSION BELTS @© PACKING 
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TRAP LEADER 
IN SUPPLY HOUSE 


SALES 


IMPULSE STEAM TRAP 








Safety Belt Hooks and Lacers 
Give You More Profit! 


Nis, 


adi Let us explain, 
(1/, Wty Ved d 
ied quote you an 
Wer lips £ . 
Ba 4 tan outline our sales 
ys. 7 co-operation. 
, 









See Those Jaws 

Not flat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


SAFETY 


Portable Lacer 


The Best 
Belt-Lacing 
System 
with the 
Largest 
Profit 

For You! 


Hooks are easily 
sunk below the 
surface of belt 


Full 6” Capacity 


These two features 
Stouter 
appeal to 
Stronger mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 
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Quit fiddlin' around," Owen W. Sand- 

strom appears to be saying to our pho- 

tographer, who enticed him outside his 

office for this "shot." Owen, as you 

know, is the genial vice-president and 

general sales manager of the S. G. 
Taylor Chain Co. 


Hanson Resigns from 
Power Transmission Council 


Announcement has been made of 
the resignation of Victor A. Hanson 
as vice-president and chief engineer 
of the Power Transmission Council 
and the appointment of Edwin R. 
Rath to the post of Staff Engineer of 
the Council. 

“Vie” Hanson is now associated 
with The Whitney Chain & Mfg. Co., 
Hartford, Conn., and in leaving the 
Council stated that “leaving the 
Council was one of the most difficult 
things I have ever had to do”. . 
“Having been able to play even a 
small part in the building of this 
national program has been a privil- 
ege which I shall cherish the rest of 
my life.” 

Edwin R. Rath comes to the Coun- 
cil with a wide experience in both 
educational work and with commer- 
cial firms as an executive on sales 
development. For the past four 
years he has been the head of the 
department of Industrial Research 
of the University of New Hamp- 
shire. 

James Adams, Jr., has been se- 
lected to prepare the club program 
talks for the 1938—-39 season, and 
also a full course of lectures for an 
extension course for those members 
of the Power Transmission industry 
who feel the need of additional in- 
formation on this subject. 


Schliecker Joins Neal Co. 


George H. Schliecker, recently 
joined the sales staff of the R. C. 
Neal Co., Buffalo, N. Y., and will 
specialize in the sales and service of 
welding supplies and equipment with 
which he has been intimately associ- 
ated for a number of years. 




















@ Cup-Wheel Grinding, new Atkins Saw feature, is 
higher performance standards. Consider this 8” metal milling 
or slitting saw... Chips do not back up under high speed, 
or rapid feed—comes off coiled like a clock spring, thrown 
clear of gullet, not dragged back into the cut. Chips do not 
freeze on teeth points. 


Typical: 1-15/16” ten-twenty cold roll bar sliced off in 13 
seconds. (Common lard oil lubricant). Thickness variation of 
piece cut, 1/2 to O01 inch— equivalent to 13-1/2 sq. inches 
material removed in one minute. Blade body remained cool 
promoting accuracy in many successive cuts. 


Atkins New Cup-Wheel Grind is the first really true clearance 
grind. The relief starts on the tooth point. Free clearance 
back of the line of tooth contact allows freer running and 
smoother cuts, without tendency to burn material or heat 
the saw rim. 


Use this new saw on any type milling machine for cutting 
ferrous and non-ferrous metals up to the hardness of cold 
roll or chrome-nickel and tool steel. Send for data sheet; 
mention your mill supply jobber’s name when writing. 


E. C. ATKINS AND COMPANY, 420 S. Illinois Street, Indianapolis, Indiana CERTIFIED SAWS, SAW TOOLS, 
MACHINE KNIVES, ETC. 
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ITEMS THAT SELL 
TO ALL INDUSTRIES 
\ 


—Tool Holder Bits 


—Flat Ground Stock 
— Red End” Hack Saws 


— Metal Band Saws 


—Metal Circular Saws 
—Wood Band Saws 

—Wood Circular Saws 
—Saw Bits and Shanks 


—Cross-cut Saws 
— Machine Knives 
— Red Tang’ Files 


—Metal Shear Blades 


Five distinct advantages work 
for the distributor who sells 


the SIMONDS Line: 
High quality goods; 


Large volume sales; (3) Manu- 
facturer Protects Distributor; 
(4) Manufacturers’ sales co- 
operation of unusual type; 


(5) Liberal profits. 


Write about open territory 
on the entire Simonds Line 
or one or more of these twelve 


items. 


SIMONDS SAW AND STEEL CO. 


Established 1832 


FITCHBURG, MASS. 
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Butts & Ordway Report 
Theft of Industrial Items 


A considerable amount of mate- 
rial was stolen from the Butts & 
Ordway Co., 200 Sixth St., Cam- 
bridge, Mass., on September 19. Of 
the stolen goods, which included 
drills, taps, reamers, wrenches, 
brushes and Prestone, the following 
items in particular can be identified 
by their serial numbers: 

Two #121 3-in. Stanley electric 
drills—Serial No. 18464—11820. 

One #122 3-in. Stanley electric 
drill—Serial No. 18167. 

One #140 }-in. Stanley electric 
drill—Serial No. 15434. 

1200 gallons of Prestone, whose 
cartons bear the serial numbers, 
8194, 8139, 8137. 

Anyone in the industrial supply 
field hearing of these items anywhere 
should immediately communicate 
with Butts & Ordway. 


Ulmer Co. Opens 
Fall Sales Campaign 


Theodore C. Ulmer, Inc., Phila- 
delphia, opened its fall sales cam- 
paign with a meeting at the Welling- 
ton Hotel. The meeting was con- 
ducted by W. C. Waldo, vice-presi- 
dent of the firm and Carl J. Meister, 
field sales manager for the Allen 
Mfg. Co. 

The campaign will center around 
the marketing of three new products 
of the Allen Mfg. Co. They are die 
springs, stripper bolts and ground 
dowel pins, and are said to be the 
first to be sold through distributors. 


E. E. Fries, (‘Ernie’ among the trade) 
has been in the cordage business since 
1917. Mr. Fries has been assistant sales 
manager of the St. Louis Cordage Mills 
for the last eight years and always 
welcomes an opportunity to serve the 
distributor 














NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE ST. - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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TWIST DRILL AND 
MACHINE COMPANY 
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“THE ENGINEER WHO USES 
BELMONT PACKING 


High-Pressure Asbestos 
Packing—Belmont 30 
Made from closely 
woven asbestos 
cloth frictioned 

















with a heat-resist- 
ing rubber com- 
pound. The center 
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\ asbestos block is 
= made by folding 

the cloth upon it- 
self. The rubber cushion is com- 
pounded to remain resilient when 
subjected to extreme tempera- 
tures. Always furnished lubri- 
cated and graphited unless other- 
wise specified. Rubber cushion 
supplied on all packing space 
sizes from 7/16"' upward; smaller 
sizes without rubber cushion. 


Square Braided Asbestos 
Packing—Belmont 754 
Made of Long Fibre Asbestos 
Yarn, with a fine copper wire 
twisted with each strand. Braided 
square in the same manner as in 
braided flax pack- 
ings. Each strand 
of metallic yarn 
is lubricated and 
graphited, result- 
ing ina thoroughly 
lubricated finished 
packing, which 
avoids possibility 
of hardening in 
service. 


THERE’S A BELMONT 


Belmont Distributors, we want you to meet “An 
Economist in Overalls.” 
to know him—because he’s a factor that’s helping 


We're sure you'll be glad 


to swell your sales this month. 

From the pages of leading trade publi- 
cations he’s smiling his message of 
saving. He’s pointing out to industry 
the job that Belmont will do—and that 
Belmont Packings are sold through the 
Belmont Distributor. 

Furthermore, he’s telling packing buyers 
all about the Belmont Sample Kit. How 
—thanks to this ingenious little kit—the 
buyer can actually see the quality of the 
packing he has selected. Also, that no 
Belmont Distributor is ever without it. 
Having met our “Economist”, you and 
your prospect now have a mutual friend. 
because your prospect has met him too 
—in his favorite industrial magazine. 
It's an advantage that you should im- 
mediately follow up. Today, make that 
call you've been putting off all week. 
We can almost bet it'll be a sale! 
Some choice territories still open. Write 


today. 
BELMONT SUPPORT 
HELPS DISTRIBUTOR SALES 


PACKING FOR EVERY SERVICE 


BELMONT 


Jer ae ae 


Sn ee) 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA. 


MILL SUPPLIES © OCTOBER 1938 


Manufacturers on holiday. G. C. Mueller 
(left), president of the Dodge Manufac- 
turing Corp., and E. W. Ristau, vice- 
president and sales manager of Skilsaw, 
Inc., just happened to “meet up" at 
Camp Idlewild, in the lake region of 
Northern Minnesota, where both had 
gone in quest of relaxation—and fish 


J. G. iii ne 
industrialist, Dies 


Jesse G. Barkley, 61, died on Sep- 
tember 4th in Tampa, Fla. He was 
vice-president of Cameron and Bark- 
ley, headquarters of the firm being 
located in Charleston, S. C. 

Mr. Barkley came to his company’s 
Tampa branch in 1908 and was most 
active in civic and social affairs in 
and around Tampa. He was an Elk, 
Scottish Rite Mason, Shriner, Jester, 
member of the Union Kilwinning 
lodge No. 4, A.F.M., Egypt Temple, 
Palma Ceia Golf Club, Forest Hills 
Country Club and the Carlouel club 
of Clearwater, Fla. He also was a 
former director of the chamber of 
commerce and a past president of 
the Tampa Yacht and Country Club. 

He is survived by a sister, Mrs. 
H. W. Houghton, and five nephews, 
Rufus C. Barkley, Mathew B. Bark- 
ley, George H. Barkley, Howard 
Houghton, jr., and John Houghton, 
all of Charleston. 








Enjoying the annual golf outing of 

Standard Equipment & Supply Corp., 

Hammond, Indiana are (left to right) 

J. W. Badalli, president, A. A. Polito 

and R. E. Conway, vice-president of the 
firm 
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he RIGHT HOSE 
OR EVERY JOB! 


How Many are You Selling? 


OUR biggest opportunity for volume on me- 
isa rubber goods lies in hose and Goodyear 
makes the most complete quality line—a variety of 
styles in all standard sizes for every industrial pur- 
pose, ranging from 3/16” gum tubing to the largest 
size dredging hose. 


In every classification Goodyear gives you several 
different grades—five each in steam, air, water and 
suction hose, for example — engineered to meet 
varying service requirements. In addition Goodyear 
offers many exclusive super-standard items like Style 
H D Asbestos Steam Hose, Emerald Cord Air Hose, 
Style 3158 Rotary Oil Well Drilling Hose, Style H D 
Safety Welding Hose—non-competitive items that 
get you “in” on the hard jobs. 


With the Goodyear line you have a hose to satisfy 
every user—a built-to-the-job hose that will give 
longest service at lowest cost. That is why industry 
uses more Goodyear Hose than any other kind—and 
why it will pay you to feature the complete Goodyear 
line! 


If you are not a Goodyear Distributor there may be 
an opportunity for you to become one. For infor- 
mation, write Goodyear, Akron, Ohio, or Los 
Angeles, California. 


THE GREATEST NAME IN RUBBER 
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HOLLOW SCREWS 


First on the MUST lTizst 


ALLEN makes for its franchised Distributors the most- 


specified hollow screws in modern machine-dom; speci- 


fied whenever a machine designer must 
— draft a machine tool of more compact design; 


— save on size and weight of component parts; 


— obtain flush surfaces, streamlined contours, narrower flanges; 


- locate screws within easy reach of the assembler’s wrench in 


pockets, walled corners, all close quarters; 


— combine fast assembling with the solidest set-ups. 


These are MUST-features in saleable machines today; 
they are MUST-features in orders on the Distributor. And 
what the Distributor MUST have, ALLEN must have as 


manufacturer for the Distributor, exclusively. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 
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C. A. Larsen Retires From 
Sterling Products, Chicago 


Charles A. Larsen, for the last 
25 years an executive of the Sterl- 
ing Products Company, well known 
Chicago distributor of machinists’ 





CHARLES A. LARSEN 


tools and supplies, has retired from 
active service. His interests in Sterl- 
ing Products have been purchased 
by William C. Teare, his long time 
business associate and president of 
the company. 

Having been identified with the in- 
dustrial supply and tool business for 
more than 40 years, Mr. Larsen is 
widely known throughout the field. 
He has a host of friends from coast 
to coast who will be surprised to 
learn of his retirement, but will agree 
he is entitled to a long and pleasant 
vacation. He is now spending some 
time at his country home on Long 
Lake, Waupaca, Wisconsin. 

Sterling Products Company was 
formed in 1917 by George W. Mor- 
gan, Sr., now president of the Mor- 
gan Vise Co., Chicago; Charles E. 
Curtis, present president of the 
Western Iron Stores Co., Milwaukee, 





WILLIAM C. TEARE 


and Mr. Larsen. Messrs. Larsen and 
Teare became principal owners of 
the business in 1921. 

According to Mr. Teare, himself 
a well known figure in the industrial 
















LAND and SEA 












Dependable transportation equipment, 
either on land or sea, is the result of good 
workmanship, plus dependable tools. © In 
the Railroad Shop, the Ship Yard, or even 
aboard ship, good tools are demanded at 
every turn. © NATIONAL Metal Cutting 


Tools are dependable. They are therefore 








requested by many construction men and 


operators in these important fields. 
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The cost of a hand truck is 
the smallest item in handling 
expense. A little money saved on the purchase 
price of an inferior truck is soon offset by repair 
bills and quicker replacements. American Pressed 
Steel Hand Trucks eliminate perishable wood by 
using light, strong, tough steel frames that roll 
on accurately turned, true-running wheels. Hun- 
dreds of concerns in every branch of industry 
have ended up ‘way ahead of the game by 
replacing their truck fleets with ‘Americans’ 
as needed. 

There’s a profitable volume of sales awaiting 
you if you will write for your copy of catalog 
illustrating standard truck types, and recommend 
them for every material handling need. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave.— Dept. 3 — Phila., Pa. 


PRESSED STEE 


Zo} Nbbake mod Koyete! 
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“They almost get up and go by themselves.” 
That's what the fellows say who have to oper- 
ate these trucks. Scientific balance gives them 
this quicker start . . . this ease in running that 
makes trucking payrolls more productive. 





American Tested Rubber- 
Tired Industrial Truck Wheels 
Our Hand Truck Catalog in- 
cludes illustrations of every 
type of wheel used on these 
trucks with face and hub di- 
mensions engineered accu- 
rately for load to be carried. 
Copy mailed on request. 


MERICAN 


HAND TRUCKS 
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supply field, the retirement of Mr. 
Larsen will make no change in Sterl- 
ing’s policies or merchandising pro- 
gram. Mr. Teare continues as presi- 
dent of the company and takes over 
Mr. Larsen’s former duties as treas- 
urer. L. D. Curry is promoted from 
assistant secretary to secretary, to 
succeed Mr. Larsen in that office. 
Frank Arnham, who is in charge of 
Sterling’s branch in Moline, Illinois, 
and James D. White continue as vice- 
presidents. 


Riechman-Crosby 
Issue Fall Catalog 


The Riechman-Crosby Co., Mem- 
phis, Tenn., jobber and distributor 
of Industrial and Electrical Equip- 
ment and Supplies, since 1895, issued 
their new 742-page general catalogue 
on September 1. 

The catalogue has a blue cover, 
with lettering in yellow, and a pic- 
ture of the large warehouse and 
office, which is located in the indus- 
trial part of the city. 

R. R. Donnelly & Son, Chicago, 
are the publishers. 


Bickel to Sell Refrigeration 
Supplies For Kiefaber 


T. C. Bickel has joined the re- 
frigeration and air conditioning sup- 
plies department of The W. H. Kief- 
aber Co., Dayton, Ohio. 

Me. Bickel is well equipped to as- 
sist dealers and service men. He was 
with Frigidaire for ten years on 
service and installation work, has 
been active in the organization of 
trade associations in the industry, 
and has progressed with the indus- 
try from the beginning. 





West Pointers attention! Here's a man 
trained at the Military Academy who 
has attained a “top spot" in the pump 
manufacturing business. He's E. M. 
Jenkins, recently elected president and 
general manager of American-Marsh 
Pumps, Inc., Battle Creek, Michigan. For 
your further information, he was gradu- 
ated from the Academy November |, 
1918. American-Marsh Pumps, Inc., has 
made pumps and pumps only since 1873 
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VAY tH THE NEW BROAD 
REO LINE GAUGE GLASS 


— ; FROM ANY ANGLE 
We've broken the ground for you with the largest and most complete gauge glass 





advertising campaign ever prepared. We've given you a gauge glass with new and It is easier to read, The broad red line 
makes visibility of the fluid level greater 


outstanding advantages that are certain to result in a revision of gauge glass buying PEAS RAE 


specifications. Here is what you get to help you make greater profits when you stock 
the new ‘‘Pyrex’’ Broad Red Line Gauge Glass: 


A result producing series of advertisements in national trade publications reaching 


more than 105,000 buyers of gauge glasses. 
Direct mail literature for your gauge glass prospects. 


Usable samples that go out to every inquiry received from these advertisements. 





And a gauge glass that in addition to retaining all the features of standard “Pyrex” 


Gauge Glasses offers greater visibility. A broad transparent red line fused aa Ar ranarreipnsneentincopeareclend ang 
< ’ ating the transparent red line from the 


into the wall of the gauge glass itself makes fluid level visible from every angle. Write rear. 


today for full information and for your I'ree Sample of the new ‘*Pyrex’’ Broad Red 
Line Gauge Glass. 





QCXGAUGE GLASSeS =I 


Now you can furnish odd lengths cut 


ia) Oo CORNING GLASS WORKS. CORNING. /7. yo from stock for that occasional pick-up 


order Complete cutting instructions 
make it possible. 





*“PXREX”’ is a registered trade-mark and indicates manufacture by Corning Glass Works. 
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Unretouched photo 
of an etched cuta- 
way section of a 
FIBRO FORGED 
Cap Screw 


(TRADE MARK) 


*“COMPLETELY Cold Forged 
Not Drilled — Machined — Extruded 


There’s Volume and Profit in being an 
Authorized HOLO-KROME Distributor—a 
Guaranteed Product with many exclusive 
features. 


It's profitable to write “We are interested.” 


THE HOLO-KROME SCREW CORP. 
Hartford Conn. 


100% Distributor Sales Policy 
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New Promotion Manager 
For Lewis Supply 


T. W. Lewis, president of the 
Lewis Supply Co., Memphis, Tenn., 
and Helena, Ark., has retained the 
services of Herbert H. Stalker, form- 
erly sales manager of Safety Belt 
Lacer Co., Toledo, Ohio, to super- 
vise sales promotion and advertising 
for his firm. Mr. Stalker has been 
engaged in sales promotion and ad- 
vertising work for many years, on 
behalf of manufacturers, and brings 
to his new work a broad experience. 

“IT am hopeful of being instru- 
mental in bringing about a better 
and more effective relationship be- 
tween distributor and manufacturer, 
as related to sales and advertising, 
not only on behalf of the Lewis Sup- 
ply Company, but that of the entire 
mill supply distributing industry as 
well’, stated Mr. Stalker. 


Great Lakes Supply 
Adds Norton Abrasives 


The Great Lakes Supply Corp., 
Chicago, has announced its appoint- 
ment as a distributor of the Norton 
Co.’s line of abrasives, which in- 
cludes grinding wheels, bricks and 
sticks. 

Sales and service of these products 
will be cared for by Frank S. Bald- 
win. 


Haskins Co. Moves 


R. G. Haskins Co., manufacturer 
of flexible shaft equipment and high 
speed tapping machines, have moved 
to their new building at 615 South 
California Avenue, Chicago. The 
move to larger quarters was necessi- 
tated by the need for additional man- 
ufacturing facilities. 





John Hagerty Flora (left) — pictured 
here with his Dad, John H. Flora, secre- 
tary-treasurer of Hagerty Brothers Co., 
Peoria, Ill_—is an accomplished young 
singer and is entering Oberlin College 
to major in music. However Ted’, as 
he is generally known, has been receiv- 
ing training in the supply business, too, 
during vacation hitches with Hagerty 
Brothers 
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TWICE AS STRONG 





AS OLD-STYLE CARBON STEEL WRENCHES 






@ That’s what you get in Williams’ “Superior” Wrenches: 
just about twice the strength of old-fashioned carbon 
wrenches; average 93°7, as strong as the finest correspond- 


ing alloy wrenches that sell for nearly double the price! 


Only Williams’ make “Superior” Wrenches. They’re forged 
from specially- processed carbon steel to Williams’ rigid, 
high quality specifications. They represent the greatest 
value in Williams’ half-century of wrench-making experi- 
ence, because they cost no more than ordinary carbon steel 


wrenches. 50 patterns—more than 1000 standard sizes. 


Increase your wrench volume and profit with Williams’ 
“Superiors”. 


J. H. Wi LLI A MS «& co. 
42 Spring St., New York 


Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), Detachable Socket Wrenches, 
Reversible Ratchet Wrenches, "C” Clamps, Lathe Dogs, Tool Holders, Eye Bolts, Hoist 
Hooks, Thumb Nuts and Screws, Chain Pipe Tongs and Vises, etc. 1-535F 








Also I mproved 


ADJUSTABLE WRENCHES 
: 


Drop-forged from similar specially-processed 
carbon steel, these wrenches average approxi- 
mately 80% as strong as the strongest corres- 

nding alloy wrench. They sell at a much 
ower price. 


... and detachable 
SOCKET WRENCHES 


The last word in sock- 
et design, accurate 
heat-treatment 
and maximum 
to ness and 


iams’ “Super- 
sockets” are 
furnished in 5 
patterns. 

singly and in 
complete Sets. 
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The DIXON (owrse in 
“COUPLING-OLOGY 





Written in the Hope of Being Helpful 
to Salesmen of Industrial Hose 


LESSON No. 5 
THE CORRECT APPLICATION OF CLAMPS 


Tue principal factor in retaining any coupling on a hose, in either mild or severe 
service, is the method used in ANCHORING THE COUPLING TO THE HOSE. This is generally 
accomplished by means of an exterior clamp, either band or sectional; and the degree of 
care exercised in placing and tightening the clamp will be directly reflected in the quality 
of service both hose and coupling will give. 

PLACING THE CLAMP. With a sectional type clamp, its position over the coupling 
shank is usually established by the fingers which engage the shank collar. With the band 
type, however, the position of the clamp is left to the judgment of the person making the 
application; but it sHouLD be at a point on the hose that is completely supported by the 
nipple or shank of coupling . . . not too close to the end of the hose, yet well inside the 
end of the nipple or coupling stem. 

PRELIMINARY TIGHTENING. This should be exerted on the clamp, by placing 
clamp in vise, using vise jaws designed for the purpose; or by the use of any practical 
clamping instrument. The correct procedure is to tighten with the vise, then take up on 
the bolts, repeating until maximum side-to-side pressure is obtained. 

FINAL PULL-UP. This should be accomplished by tightening up on bolts, while 
clamp is still in vise, sufficiently to pull the clamp to the proper sealing radius. Should 
considerable time elapse between this operation and the placing of the hose in service, 
clamp should again be pulled-up tight. 

It is especially important that clamp be of proper size for the hose. If too small, bolts 
will not reach through bolt lugs far enough to adequately engage nuts. If too large, the 
clamp, when tightened, will be closed or nearly closed, making further take-up impossible. 
Remember, rubber “FLOWS” under clamp pressure, so that additional take-up is often 
necessary fiom time-to-time. 

To insure maximum service at the lowest possible cost, only clamps of correct design 
and KNOWN quality should be used; for example . . . 


“KING” Single Bolt HOSE CLAMP 


For Water, Air, Steam, and Suction Hose 


The strongest of its kind and easiest to attach. Tongue is full width 
of clamp, preventing buckling and insuring a perfect seal. Ears for 
vise jaws are also full width—no danger of bending, shearing or slip- 
ping. Cadmium plated—RUsTPROOF. Sizes: for hose with outside diameter of 7%” to 54”. 


“KING Double Bolt HOSE CLAMP 


For Oil, Water, and Volatile Fluid Hose 


A super-strong two-bolt clamp with exclusive quad- 
ruple take-up. Half sections of clamp are shaped to 
embed in hose, forcing hose into groove of nipple or 
corrugation on shank of coupling. No possibility of 
seepage or leakage. Cadmium plated — RUSTPROOF. 
Sizes: for hose with outside diameter of 31,” to 174”. 


“KING” Clamps are scientifically designed to pro- 
vide the utmost in clamping efficiency and economy. 
They will normally outlast any hose, and can there- 
fore be used repeatedly, not just once. See list 1035-X for complete description and prices. 





DIXON Products are never sold direct to the user 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY « PHILADELPHIA 


Branches in Los Angeles and Houston 
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His face wreathed tn smiles, G. H. 
Goehrig, Jr., assumes his new position as 
sales manager of the automotive job- 
bing division, Blackhawk Mfg. Co., Mil- 
waukee. "Hal," as he is generally known 
in the mill supply and automotive field, 
succeeds W. P. Ferris in his new job. He 
has been associated with Blackhawk for 
the last eight years, starting in as an 
apprentice in the shop and holding suc- 
cessively the positions of service man- 
ager, advertising manager and assistant 
sales manager 





Shakely Elected President 
of Frick-Reid Supply Corp. 


Announcement has been made of 
the retirement of William M. Patter- 
son as president of the Frick-Reid 
Supply Corp., and the election of 
J. L. Shakely to that position. 

Mr. Shakely was formerly vice- 
president of the company’s opera- 
tions in the West and will, in the 
future, be located in Tulsa. 

Robert McCoy, Jr., formerly sales 
manager of the Western division, 
was made a vice-president and H. H. 
Wilson has been appointed sales 
manager. 


“Palwin" is Name Chosen 
For New Irwin Screwdriver 


J. M. Bennett, manager of the ma- 
chinery department of Jones & Felts 
Hardware Co., Childress, Texas, has 
been awarded the $100 prize for the 
best name for the new sheath-type 
pocket screwdriver introduced by 
Irwin Auger Bit Co. 

The name “Palwin” was selected 
from thousands of suggestions from 
hardware dealers all over the coun- 
try and the new screwdriver will be 
marketed under that name. 


Bump in Charge of 
C & C at Fall River 


Donald H. Bump has assumed his 
duties as the new manager of the 
Fall River, Mass., branch of The 
Congdon & Carpenter Co., of Provi- 
dence, R. I. A new warehouse 
has just been completed in Fall 
River for this company. 
















(Model 309) 


Model 309 TWIN CYLINDER AIR-LINE LUB- 
RIGUN (shown above) dispenses lubricant 
directly from an original 100-Ib. capacity 
drum. This unit is capable of handling semi- 
solid oils as well as viscous and fibrous 
greases. 

Mounted on a truck with 12” rear wheels, 
swivel front casters and handles, this unit is 
easily pushed from job to job... Equipped 
with 10 ft. hose, lubricant control valve and 
Flex-O-Matic Air Coupler for quickly attach- 
ing air hose. 

*e 


Lincoln KLEENSEAL and Button Head Fittings 
in all types and sizes are available for re- 
placement and modernization needs. 


LINCOLN 


PIONEER BUILDERS OF 
LOUIS, MO. 


GENERAL OFFICES, ST. 





Bi ieee 


INDUSTRIAL 


LUBRICATING EQUIPMENT 


The many industries needing Lincoln Lubricating Equipment, 
plus the acceptance created by the advanced design and proven 
performance of the equipment, make Lincoln a major line with 
leading mill supply distributors. 






This outstanding line meets both maintenance and production 
applications so there is practically no limit to the sales possi- 
bilities... And the Lincoln policy of selective distribution makes 
the line mean something to those who handle it. 


Lh ER < OLN | 


A few of the many items in the complete line are shown be- 
low, and all are covered by Catalog No. 60. 


y (Model 1017) 








KLEENSEAL GREASE GUNS of the type shown above 
provide a fast, clean method of lubricating machinery 
equipped with KLEENSEAL, Zerk or hydraulic fittings... 
Model 1017 has 14 oz. capacity . Maximum pressure, 5,000 
Ibs.... Models also available in 344...5%...9 and 18 oz. capacity. 








~ 


(Model 1061) 


LEVER-TYPE GUNS are available in both high pressure and volume 
types, with attachments for all types of fittings. Model 106] (shown 
above) handles all types of lubricants and develops pressures up 
to 10,000 Ibs. . . . Capacity 18 oz. 


LINCOLN FLEX-0-MATIC 


LINCOLN FLEX-O-MATIC Lubricating Systems are now avail- 
able in three general types—Manually Operated, Semi- 
Automatic and Full Automatic . . . All are illustrated and 
described in Catalog No. 65. 








(Model 1730) 


An Electric Lubrigun dispensing from orig- 
inal 400-Ib. drum. 


The equipment shown above, like other 
Lincoln Industrial Lubricating Equipment, 
is SOLD THROUGH SELECTED MILL 
SUPPLY DISTRIBUTORS. 


COMPANY 


EQUIPMENT 
ST. LOUIS, MO., DETROIT, 











ENGINEERING 


LUBRICATING 


FACTORIES: MICH. 
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W. 0. BARNES CO., INC., Detroit, Michigan 
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BARNES 
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LADES 


> 


9. 


e. 


No matter what your customers’ metal cut- 
ting problems may be—heavy section, soft 
brass, tool steel or light tubing—there’s a good 
Barnes Blade for every job. 


And when your customers standardize on 
Barnes, they are positively getting nothing 
less than the best—the cheapest in the long 
run—the last blade as good as the one before. 

Barnes Blades are sold exclusively through 
industrial distributors. 


Stock Barnes and be thrifty! 

Let our district service man work on your 
toughest hack saw prospects. He is a trained 
specialist qualified to help your salesmen 
bring home the bacon. 
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frankly looks for a decided improve- 
ment in business in the early fall 
months, and firmly believes that by 
next spring we will once again be en- 
joying a very good business.” 

H. K. Armstrong, who has been 
with Smith Bros. for more than 16 
years, for the last two as buyer of 
the firm’s line of agricultural hard- 
ware, has been named to succeed Mr. 
Hall as vice-president. W. B. White, 
secretary for more than five years, 
continues in that office. Messrs. Hall, 
Armstrong, White and John A. Con- 
nor, legal counsel, comprise the board 
of directors. 


Gilmore Plant Equipped 
With Precision Machines 

The new wire rope plant of the 
recently announced Gilmore Wire 
Rope Division of the Jones & Laugh- 
lin Steel Corporation, in Muncy, Pa., 





ROBERT GILMORE 


is equipped completely with precision 
machines, incorporating the newest 
engineering features. This is in line 
with the reasoning of Robert Gil- 
more, general manager of J. & L.’s 
Gilmore division, and his assistants 
that this type of equipment is neces- 
sary in meeting present-day de- 
mands. 

H. E. Lewis, president of Jones & 
Laughlin, under whose direction has 
been carried on the corporation’s pro- 
gram of expansion and development, 
of which entrance into the wire rope 
field is a part, comments on this move 
as follows: 

“The entrance of J. & L. into the 
manufacture of wire rope enlarges 
considerably our opportunity for 
satisfactory return on raw materials 
and for better operations of our rod 
and wire mills. 

“The plant at Muncy is new in all 
respects, and incorporates features 
for the manufacture of products 
having superior qualities that will 
assure our immediate participation 
in all major markets for wire rope. 

“In Robert Gilmore, general man- 
ager, we have an outstanding leader 
in the wire rope industry to head this 
new division of J. & L.” 

















HELLER NUCUT OFFERS 


USERS KNOW IT—YOUR SALES SHOW IT! 


Fite USERS nowadays are finicky about the files they buy. “Good enough 


for the purpose” just doesn’t go. Today the demand is for a file that stands 


up to the work with never a let-down when the pace gets tough—a file 
that cuts clean, fast, true, better. 

HELLER NUCUT is the file for your customer. Its faster-cutting ability 
and steady on-the-job performance bring him back to you again and again 
with the comment we like the Nucut Files you sold us. Re-order coming 

through”. In a NUCUT, your customer gets more file 
for his money — you get more business and a reputation 
as a distributor of quality products. 

There is a HELLER NUCUT protective sales policy for 


your territory you ought to look into. Write us. We 


SELL 
THE FILE 
HELLER BROTHERS COMPANY, NEWARK, N. J. with the 

Plants at Newark, N. J. and Newcomerstown, Ohio WHITE TANG 


HELLER NUCUT WAVY TEETH" FILES 


PROTECTED BY > PAT N 2.027 , 


shall gladly send you complete details. 
NUCUT FILES 
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The new 40th Anniversary General Catalog of The Tex- 
tile Mill Supply Company of Charlotte, N. C., takes their 
comprehensive stock to the buyers just as the textile 
industry is gathering increased momentum. 


To Help Get the Profitable 
Mail and Telephone Orders 


% About one-half of all mill supply orders are 
placed in the absence of salesmen, your sales- 
men or the salesmen of any other distributor. 


% And when no salesman is with a buyer, 
nothing else approaches a good catalog in 
helping him to send his orders to you by mail 
and telephone. 


% For complete details, write— 


R. R. DONNELLEY & SONS COMPANY 
350 EAST TWENTY-SECOND STREET, CHICAGO 











MILL SUPPLIES ®© OCTOBER 1938 





H. W. Mills & Co. 
Announces Staff Changes 

H. W. Mills & Co,, Paterson, N. J., 
has announced several changes and 
promotions in its organization. They 
are as follows: 

Frederick Kupper, who has been 
associated with the Passaic division 


; ® 





FRED KUPPER JOHN BARBAROW 


of the company has been transferred 
to the Paterson office where he is 
now head of the pricing department. 

John J. Barbarow, was named gen- 
eral purchasing agent of the Pater- 
son office of the firm. He has been 
associated with the company since 
1910. 

William C. VanVoorhis, formerly 
manager of the farm irrigation de- 
partment has been transferred to 
the Newark division of Banister & 
Geyer, Inc., where he is one of the 
field representatives. 

James Hascup, formerly general 
purchasing agent has become gen- 
eral manager of the Newark division 
of Banister & Geyer, Inc. Mr. Has- 
cup has many years of service with 
the firm and has served in every 
department. 

J. Edward Holway has joined the 
organization as mechanical and 
power transmission engineer and 
will contact industrial plants in the 
Northern New Jersey area. 


New Binks Officer 


The Binks Mfg. Co., Chicago, re- 
cently announced the promotion of 
J. F. Roche, Jr., to the position of 
vice-president and member of the 
board of directors of the company. 





Wedded Bliss. Walter J. Heyd, purchas- 

ing agent for Hagerty Bros. Co., Peoria, 

lll., was married May 5 to Marion Miller 
of Peoria. Congratulations, Walter! 














The Wire Rope of today 
... and tomorrow 


The new Gilmore Wire Rope is so much different 
than any you have ever used that it should sell for a 
lot more—but it doesn’t. Every machine in this 
great new J & L plant is a precision machine. 























Every approach towards perfection is embodied 
in these new ropes . . . no interstices to receive 
grit... no painted strand, because we cannot 
lubricate a strand and paint it... neither can 
anyone else, so we think you prefer to have it 
lubricated. . . . Every Wire, Strand, Rope and Lay, 
precision built to 1/1000 of an inch—and so many 
other improvements, we think you should write 
us for further information . . . and you will find 
Gilmore Ropes easier to sell because it is made 
in the most modern plant in the world and uni- 
form quality begins right from our mines to a 
perfectly finished precision product guarded in 
the making by outstanding engineering and 
metallurgical science. 


You might find it very profitable to feature this 
new modern rope. 
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NEW catalog just out—-send for your copy... 


THE UNITED STATES 
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GRINDER 


A PRECISION PRODUCTION TOOL 





THE U. S. 6-POINT 
DISTRIBUTION PLAN 


1. Full Line 

2. Super-Quality 

3. Economical Price 
4. Protection 

5 Good Profit 

6. Sales Aid 

For sales and profit 











ALL bearing — air 
conditioned! Speed 
range up to 30,000 r.p.m. 
obtained by various 
size pulleys makes it 
adaptable for various 
kinds of work. 


AUTOMATIC take-up for belt; 
special locking device for 
holding belt tension; UNIVERSAL 
motor; toggle switch; air cleaner: 
cooling system; oil cups on motor; 
lubricated spindle bearings: motor 
shaft and quill spindles ball bear- 
ing mounted. INTERCHANGE- 
ABLE INTERNAL GRINDING 
QUILLS. T-bolt mounting on 
grinder permits radial and vertical 
adjustment. 
Model HLGE can be mounted on lathes, 
planers, shapers, milling machines, boring 


mills, etc. Available in three sizes: %, 
¥2, and % H. P. 






TODAY. 


» ELECTRICAL TOOL CO. 


OHIO 





. U.S.A 
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Tracy Co. Announces 
Staff Promotions 


Lewis E. Tracy Co., have admitted 
to membership in the corporation 
C. B. Bradford and George B. Hyde. 
C. B. Bradford, mechanical engi- 





C. B. BRADFORD G. B. HYDE 


neer has been associated with the 
Tracy Co. for twelve years as sales 
engineer. 

George Hyde, a resident of New 
Hampshire received his early train- 
ing at Lowell Textile Institute and 
later in textile manufacturing. For 
ten years associated with the Lewis 
E. Tracy Co., Bradford & Hyde spe- 
cialize in “modern group drive” ap- 
plications, conveying materials, and 
transmission and industrial supplies. 


Scheerbaum Dies 


Charles H. Scheerbaum, purchas- 
ing agent of the Abrasive Co., Phila- 
delphia, and a well-known figure in 
the industrial supply field died re- 
cently at his home. His passing will 
be deeply felt by his many friends 
and associates. 


Phillis Appointed 
Manager of Beaver 


Beaver Pipe Tools, Inc., Warren, 
Ohio has announced the appointment 
of Avery Phillis, as district manager 





AVERY PHILLIS 


of the Midwestern sales territory 
with headquarters in Chicago. 

Mr. Phillis succeeds W. S. An- 
drews who resigned to accept a posi- 
tion with The Equitable Meter Co., 
of Pittsburgh. 











Read This Actual 
Case History of What One 
Salesman Selling Allis-Chalmers 
Pumps Has Done! GET ON THE 
BANDWAGON! Trained Engineers in the 
Allis-Chalmers District Office Near You 
Will Give You Engineering and Technical 
Assistance When You Need It. Sell 
the Line that’s Easy to Sell.. 
Allis-Chalmers Complete Line .. 
the Line that Means Bigger 
Profits for YOU! 


ADDITIONAL SALES HELPS FOR YOU! 


In addition to aggressive advertising now 
running in leading business papers, you can 
get the backing of complete information about 
everything you need to know to make pump 
Sales come easy. It's.in a brand new bulletin, 
especially prepared by Allis-Chalmers engi- 
neers to|jincrease pump sales. 
copy! 
it out! 


You'll want a 
This coupon will get you one. Fill 
Do it right now! 


990 


ALLIS-CHALMERS MFG. CO., 1126 s. 70th St., Milwaukee, Wis. 


Send me a copy of your new Bulletin 1653 that will show me a 
pump line that I can easily sell at profit! 


Name ___ 
Address 
City 
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UTICA TOOLS 


It's Good 
Business to Sell 


a Good Name 


ACK of the name "UTICA" 

is more than forty years’ 
experience in the production 
of quality tools—tools that are 
scientifically made, carefully 
tested, inspected and guaran- 
teed against defects in mate- 
rial and workmanship. 

The "UTICA" name is your 
assurance that these tools will 
de- 


satisfy your customers’ 


UTIC 


Yool Mileage 






tessitdy 


re a 


UTICA. HARDWARE and 
MILL SUPPLY DISPLAY PANEL 


mands for long, hard, economi- 
cal service—that you can build 
confidence in your 
recommendations and service 
—that you are fully protected 
through the "UTICA" policy 
of selling only through recog- 
nized distributors. 

By selling "UTICA'S" good 
name you sell tools whose per- 
formance upholds your good 
name as well as that of 
"UTICA" and gains regular 


customers. 


customer 


DROP FORGE & TOOL CORP. 


UTICA, NEW YORK 
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S. L. Hall, President 
Smith Bros. Hardware 


When S. L. Hall joined The Smith 
Bros. Hardware Company, Colum- 
bus, Ohio, in 1915, he inaugurated 
the industrial supply end of the busi- 
ness, sold goods during the daytime, 
did the purchasing at night. Today 
he is president, treasurer and general 
manager of the company and owns 


S. L. HALL 


the controlling interest in the busi- 
ness, having recently acquired a 
large block of stock from Charles 
S. Robinson, who has disposed of 
his interest to retire following more 
than 40 years’ service. 

Mr. Robinson became president of 
the company two years ago when 
Mr. Hall and he took over the stock 
of D. E. Mooney, the latter retiring 
as president after many years in 
that position. 

Mr. Hall continued to sell and pur- 
chase industrial supplies, equipment 
and tools for some time after he 
joined Smith Bros., but as the de- 
partment grew, he added salesmen to 
the force and gradually relinquished 
his selling duties. However, he re- 
mained as manager of the mill sup- 
ply department until 1932, at which 
time he was made general sales man- 
ager of the entire company. In 1935 
he was made general manager. 

At the present time, Smith Bros. 
has seven outside salesmen devoting 
their time exclusively to the sale of 
mill supplies, four inside salesmen 
on the mill supply end and one buyer. 
Three of the outside salesmen call 
on the industrial trade in Columbus, 
and the other four cover the outside 
territory, including all of southern 
and southeastern Ohio and a great 
part of West Virginia. 

“It is the writer’s intention to 
further develop and enlarge the mill 
supply division of our business in the 
years to come by the addition of 
new lines and by adding more sales- 
men to our mill supply 
stated Mr. Hall. The writer 
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Heavy forged steel safety hook and cross 
head designed to withstand shock. 


Heavy wrought steel suspension plates 
support the load between the top hook 
cross head and load sheave. 


The load sheave on which the load is 
lifted is a massive special analysis steel 
casting. 


The driving pinion is a one-piece forging 
of special steel. 


Ball bearings upon which the load 
sheave is mounted are of high carbon 
chrome alloy steel running in chrome 
vanadium steel races. 


A continuous and adjustable hand chain 
guide which prevents snagging and 
fouling of hand chain, made of tough 
malleable iron having a tensile strength 
of 50,000 pounds. 


The load chain is of steel, welded and 
heat treated. 


Drop forged two-piece shackles with heat- 
treated suspension pin permit changing 
or replacing load chain without welding. 


Lower hook is equipped with heavy duty 
ball bearing, completely enclosed, packed 
in grease, requires no further lubrication. 


Steel safety hook opens slowly, without 
fracture before any other part of the 
hoist is overstrained—protects operator 
and load. 


Note: All Yale Hoists are tested to 50% 
overload—long ton rating, 2240 lbs. 


Capacities 300 Lbs. to 40 Tons 


... and YALE gives Distributors 
EVERYTHING to Help Close the Sale 


First: Yale hoists are sold exclusively through distribution. 
Second: Smashing Yale advertising appears in leading in- 
dustrial publications, reaching thousands of buyers every 
month—and every ad refers them directly to you, the distribu- 
tor. Third: These same buyers are regularly contacted with 
direct mail pointing out the advantages of Yale service and 
again urging that they patronize their local distributor. Fourth: 
The Yale catalog—tfull of sizzling sales ammunition that 
will help you crack the defenses of your toughest customer. 
Fifth: An intangible, but invaluable asset—the name YALE! 
Take full advantage of everything that Yale gives. It's the 
stuff that sales are made of! 








-YALE- 
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Almost every Industrial 
Plant is a potential 
customer for these items 


... carry them... sell them 
and make a steady Profit. 


The “Hallowell” All Steel Bench Drawer 















































can’t warp or stick ... has a cover to 
keep out grit and dirt .. . and a tray for 
small, precision tools. And it can be 
locked! 


Makes clean bench tops—puts tools where 
they belong. 


Fig. 981 


“Hallowell” Foreman’s 
Desk of Steel. Fine to 
work at. Fireproof, 
therefore a safe place to 
keep records under lock 
and key. 





Fig. 732 
Pat'd and 

Pat's Pending 
Drawer is extra 
A top that is a single, sturdy 
sheet of steel—on steel legs and 
bracings that can’t loosen up, 
can’t get wobbly! Strong, rigid, 
movable. No wonder modern 
shops are installing “Hallowell” 
Steel Work-Benches—of this and 
similar styles. 





Fig. 1249 


Fig. 1267 
(Pat. Appl'd For) 


“Hallowell” Steel Stools and Chairs are designed 
right, and, what’s more, they’re made right, too. 
Their one-piece welded construction assures their 
lasting longer, and keeps them from becoming 
wobbly. 





Fig. 1334 Write for Bulletins and dealer's proposition. 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. SRANCHES 
BOSTON CHICAGO 
DETROIT Box 519 sT. Louis 
INDIANAPOLIS SAN FRANCISCO 
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The P.A.’s View 





Below is the composite busi- 
ness opinion of those comprising 
the Business Survey Committee 
of the National Association of 
Purchasing Agents. This report 
is well regarded for its uncanny 
accuracy in foreseeing the fu- 
ture as regards inventories, buy- 
ing policy and general condi- 
tions. Henceforth it will appear 
as a regular feature in MILL 
SUPPLIES. 


There has been little change in 
business conditions as reported on 
page 166 of MILL SUPPLIES for 
September. All major lines of trade 
are holding well throughout the 
country, with some parts of the 
East noticing a decided upturn in 
business volume. Incoming orders 
show some gains in industry, but the 
increase during the last month has 
been slight. 

The business turnover that was 
definitely expected to make its ap- 
pearance by now has not material- 
ized. It seems that the best that can 
be expected through the next few 
months is a slow upward movement 
in production and distribution. 

Commodity prices have _ been 
steady, with some divergent trend 
due to international conditions. The 
market may be somewhat erratic 
this month, but there is nothing to 
warrant extensive purchasing. The 
supply-demand ratio is not stringent 
and is not apt to be so for some 
months. No price weakness is antici- 
pated and a moderate improvement 
is probable. 

Inventories, judged in comparison 
with the current low rate of con- 
sumption are considered still rela- 
tively ample. There is still some 
effort to further reduce supplies on 
hand as long as prices remain stable. 
Any improvement of consequence 
would find most plants at low ebb. 
While most production schedules do 
not reflect the hoped-for increase at 
this time, replacement orders, due to 
absolute depletion, are numerous. 

Buying policy indicates no ex- 
tensive commitments beyond current 
needs. The consensus seems to be 
that business should show increased 
volume during months to come but 
there is little indication of inventory 
accumulation or coverage. Even 
though rapid rise in prices or short- 
age of supplies is not expected, with 
regard to winter weather and rail- 
road difficulties and the fact that 
prices on certain items cannot go 
much lower, selected commodities 
are being moderately lengthened out. 
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ne % Quick sales depend upon the need for a product... 
yn repeat sales upon its performance. That's why MILWAUKEE 
le. Flue & Boiler Brushes are two-way profit makers for you. 
ce With flue cleaning season in full swing the market is ripe for 
b. quick sales. By giving efficient, economical service they 
~ assure you repeat sales to satisfied users. 

a 


to Whether it's bolts or brushes you will find it profitable to 
oe lines that “deliver the goods". Try MILWAUKEE 
rushes ... there is a type and style for every one of your 


nt customers’ needs. 
be 


" MILWAUKEE 


th THE MILWAUKEE BRUSH MANUFACTURING COMPANY 


oo 2212-2236 North 30th Street MILWAUKEE, WISCONSIN 
1a 

go The Key Line to ¢ orrect Industrial Brush A pplication 

1es 





ut. 
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COMMERCIAL DROP FORGINGS - BOARD DROP HAMMERS and DIE MAKING MACHINERY 


72 


THE BILLINGS & SPENCER CO. HARTFORD, CONNECTICUT, U.S. A. 
Squarely in Back of You 
and this Policy — 


a definite Selective Distributor Policy— 


selecting the minimum necessary 
number of aggressive distributors who 
can adequately service a territory and 
then working with and directing to 
these Selected Distributors, sales 
profitable in volume, spread and stock 
turnover. Custom-built marketing 
plans based on individual territorial 
surveys, national advertising and 
forceful promotional literature, mis- 
sionary sales aid, and an engineering 
counsel, backed by a manufacturer 


squarely behind his Distributors 


YOU are entitled to this Policy and Assistance 


it’s BILLINGS Selective Distributor Policy 


Interested? Why not write Today. 


FORGED TOOLS 
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Link-Belt Promotes 
Bond and Dyson 

Announcement has been made by 
Link-Belt Co. of the promotion of 
William W. Bond and Ralph S. Dy- 


William W. Bond Ralph S. Dvson 


son. Mr. Bond has been appointed 
western sales manager of the posi- 
tive drive division and will make his 
headquarters at the Dodge plant in 
Indianapolis. He has been with the 
company since 1911, first serving in 
the engineering department at the 
Philadelphia plant. 

Mr. Dyson becomes active head of 
the roller chain sales to duplicate 
machinery manufacturers. He was 
for many years manager of stock 
silent roller and chain drives and 
began his Link-Belt career in 1899. 





National Campaign 

In one of the most active distri- 
bution programs ever introduced for 
power equipment, the Northill Co., 
Inc., is now completing the appoint- 
ment of distributors and dealers for 
Covie diesel power packs. The 
Northill Company recently opened 
mass production of Covie diesels in 
Los Angeles, under direct license 
from the parent British company. 

With distribution arranged in Pa- 
cific Coast and inter-mountain states, 
a series of demonstration meetings 
throughout the middle west and east 
has been opened by Ed Zuchelli, sales 
director of the Northill Co. 

Covie diesel power packs are being 
introduced to power users in a broad 
program of national advertising. 
Eight power packs are shown in the 
Covic line, including marine, gener- 
ator and industrial power models. 





Allis-Chalmers Mfg. Co., district office at 
Dallas. Texas now occupies this entire 
building at 1800 North Market St. Housed 
in this building are the power, electrical 
and industrial divisions of the firm. E. W. 
Burbank is the manager of this office 
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Disston Bite-Rite Files will speed your produc- 
For sample files, write your Distributor of 


Disston Bite-Rite Files. Made by Henry 
Disston & Sons, Inc., Philadelphia, U. S. A. 


Disston Bite-Rite has sturdy, sharp tooth design 
... correct contour of cutting tip, proper sup- 


hips from work done with a Bite-Rite File are 


Non-clogging gullet is round, smooth, ope 


‘ 
A 


assures free, clear, clean discharge of chips. 


( 
heavy, long, curling, like chips from a lathe tool. 


Teeth staggered like a harrow! The Disston 
Bite-Rite File cuts, smoothes and levels 

which successfully combines speed of cut 

life and smoothness of filed surface. 
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FASTER, SMOOTHER FILING 


TELLS THE STORY OF 
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--and they are build- 
ing profitable sales for 
distributors everywhere 


We are reserving a place for 
you right up in the bandwagon 
of this great parade of Imperial 
products. Why not climb aboard 
and make yourself some money 
with these fast moving items. 


Mill supply houses everywhere 
are handling all, or part, of these 
lines and you can get your share 
of this business. There is a good 


margin for you on every Imperial 
product. 


All that you need to do to get 
your ticket for the bandwagon is 
to drop us a line for detailed 
information. 


IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago, Ill, 


WRITE FOR 
COMPLETE 
INFORMATION 


There are bulle- 
tins and folders 
available on each 
of these Imperial 
products. 


For every 
cutting 
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BRASS FITTINGS 
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Compression 
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’ naphtha. asoline, Pipe Size, 

px Ree solvents, Aluminum and 

i vt varnishes, clear Solder types 
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TUBE CUTTERS 
AND BENDERS 












or blowing dirt 
— metal chips. 
and for cleaning 
compressed = 
gasoline and or 
lines. Fits the 


For handling 
brass and cop- 
j per tubing. 





palm of the 
hand. 












COPPER TUBING 
Widely used for 
gasoline, oil 
rease or vacuum 
fires—has flexible 


metal core fused to 
compound covering 
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BUSINESS 








September, 1938, will not soon be 
forgotten for the amount of turmoi 
and trouble it contributed to the con- 
fusion of the national business pic 
ture. Outstanding shock was the 
almost miraculous escape from going 
over the brink into another destruc- 
tive war between major nations. A 
further setback was the disastrous 
hurricane and attendant floods that 
battered and inundated important 
industrial sections of the East. 

While governments were issuing 
mobilization commands and_ gas 
masks, speculation in this country 
turned to the questions, “How will 
we be involved, how will we be af- 
fected?” Serious studies made while 
the crisis was at its height may 
still be of value for a future refer- 
ence, since many are of the opinion 
that Hitler’s diplomatic victories 
may encourage him to try for more. 

The Neutrality and Johnson acts 
are the two main factors to be con- 
sidered. The former permits the 
President to forbid the export of 
arms, munitions and such other arti- 
cles as he deems proper. The latter 
prohibits the extension of further 
credit to warring nations which have 
defaulted on past war debts. How- 
ever, it was evident during the Sep- 
tember crisis that an overwhelming 
pro-ally sentiment would likely lead 
to the minimizing of these two laws. 
In such case the United States would 
become the natural market place for 
the allied combatants and the de- 
mand placed on native industry 
would be heavy. 

The abatement of the tension may 
still find such countries as Eng- 
land and France determined to be 
thoroughly armed and ready for any 
new challenge. It is entirely possible 
that the aircraft industry, especially, 
will be extended to new levels of 
activity. 

Disaster along the Eastern coast 
brought normal trade to a temporary 
halt in many areas, but the huge 
job of reconstruction means the 
opening up of a thoroughly unex- 
pected market for construction ma- 
terials and even the replacement of 
ordinary equipment within plants. 


Cleveland File Uses 
New Marking System 


In order to eliminate guess work 
to save time in ordering and selling 
and to facilitate use by the customer, 
files made by the Cleveland File Co. 
will hereafter have the degree of 
coarseness stamped right on the file, 
just under the fateory brand. It 
will now be possible to tell at a 
glance whether a Cleveland file is 
bastard, second or smooth cut. 















THE “WOLVES OF LENOX” BLADES 
Cut for cut, blade for blade, “LENOX” quality and 





















e SHARP AS THE uniformity more than hold their own. 
s AND TEETH OF 
m4 STRONG A WOLF deities ™ ; , 
ys LENOX BLADES are well packed in plaid boxes 
f , 
| easily seen and remembered. 
st e 
y A Complete Line . .. When you sell LENOX BLADES you'll sell more 
e of them—and sell them easier, because users know 
- . . . . 

“High Speed” their superb craftsmanship insures lower produc- 
of tion and replacement costs—quicker, better results. 


*“Mo-Speed” 


THE LENOX SALES POLICY 





ae 99 ; , _ ons 

‘Tun g sten LENOX BLADES are sold only through legitimate 
k distributors, with full protection and sales cooper- 
Pm =e _e2 ? 
“4 Super-Flex ation for distributors stocking them. 
of 
e, Sell “The Wolves of Lenox Blades in the Plaid Box” for satisfaction and profit. 
It 






AMERICAN SAW & MFG. CO... SPRINGFIELD. MASS. 
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A. SCHRADER'S SON, Dept. MS, Brooklyn, N. Y. 
Division of SCOVILL MANUFACTURING COMPANY, INCORPORATED 
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MULTI IL 


a 
C 





Schrader compressed air accessories, blow guns, press pneumatic 
safety control and hydraulic pressure gauges are in demand in 
practically every plant. Schrader’s new sales plan provides full 
protection for stocking distributors and at the same time allows a 
profitable margin for pick-up dealers. Write for full information. 


Schrader 


REG. U.S. PAT. OFF 
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NEW LINES 
taken on by 


Distributors 


PATTERSON Bros., NEW YorK City, 
CLEVELAND TooL & Suppty Co., 
CLEVELAND, OHIO, TERRE HAUTE 
HEAvY Hpwe. Co., TERRE HAUTE, 
IND., CHARLES A. TEMPLETON, INC., 
WATERBURY, CONN., NORTHERN 
HARDWARE & SuPPLY Co., MENOM- 
INEE, MICH., PEDERSON’ Bros. 
Toot & SuppLy Co., Cu1caco, Iut., 
CLARK HARDWARE Co., JAMES- 
TOWN, N. Y., and SHAPLEIGH Harp- 
WARE Co., ST. Louis, Mo., are now 
distributors for the Universal 
Plastics Corp. 


CoLuMBIA Suppty Co., COLUMBIA, 
S. C., MARINE SPECIALTY Co., Mo- 
BILE, ALA., MURRAY-BAKER-FRED- 
ERIC, INC., SHREVEPORT, LA., 
SMITH-COURTNEY Co., Hickory, 
N. C., and NEILL-LA VIELLE Sup- 
PLY Co., LOUISVILLE, Ky., are now 
handling products of the Yarnall- 
Waring Co. 


STRONG, CARLISLE & HAMMOND Co., 
CLEVELAND, OHIO, is now a distrib- 
utor of welders and rod in North- 
ern Ohio for the Marquette Mfg. 
Co. of Minneapolis, Minn. 


WHITE SuppPpLy Co., WATERBURY, 
CONN., is now stocking products 
of the American Swiss File & Tool 
Co. 


PULVER MACHINISTS Suppiy Co., 
CHICAGO, is now stocking Simplex 
vises and Double Grip belt dress- 
ing. 


METROPOLITAN PIPE & Suppiy Co., 
CAMBRIDGE, MAss., THEO. T. HEN- 
DRICKSON Co., BROOKLYN, N. Y., 
OLIVER M. DEAN & SONS, WORCES- 
TER, Mass., DaiRY SupPPLIES Co., 
CepAR Rapips, Iowa, and ANDREW 
F. MIZAK, JR., BRIDGEPORT, CONN., 
are now distributors for the Han- 
cock Valve Division of Manning, 
Maxwell & Moore, Inc. 


Topp-DONIGAN IRON Co., LOUISVILLE, 
Ky., has been appointed a distrib- 
utor of Toncan iron sheets by the 
Republic Steel Corp. 


CAREVA Co., YORK, PA., LINDQUIST 
HARDWARE Co., BRIDGEPORT, CONN., 
BRADFORD SUPPLY Co., WARREN, 
Pa., Hays SupPLY Co., MEMPHIS, 
TENN., and the BITTENBENDER Co., 
SCRANTON, PA., are now stock- 
carrying distributors for the 
Wailes Dove-Hermiston Corp. 
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Dyno-Mite Drill 
No. 400—Actual 
Size 


Here’s a cyclone of selling 
power—a smash hit in the 
electric tool field—something 
to get really excited about. It’s 
already a selling sensation— 
salesmen and actual users are 
equally enthusiastic about 
Dyno-Mite. 


YOU CAN'T OVER-SELL 
DYNO-MITE 

This mighty midget will 

backup your broadest 

claims—give satisfaction with 

a surplus. It has proved itself 

on the production line—has DYNO-MITE DRILL 


licked a lot of tough problems Operates at sustained high speeds in 


s . steel, without effort, without overheat- 
and 1s ready for more. Write ing. Quiet, chrome nickel helical gears; 


; " thorough housing ventilation; patented 
Millers Falls Company, Green quick make and break switch; ball 


field, Mass., for full details bearing armatures and spindles; Jacobs 
. key-operated chuck; Universal motors 
and prices on Dyno-Mite and for D. C. or A. C., 25 to 60 cycles; 
- i P voltages—110, 150, 220, 250; rubber- 
the other fine electric tools in covered three-wire cord, unbreakable 
* ¥ plug. Overall length—7!2” to 814”. 

the Millers Falls line. Weight—only 21 to 2%4 pounds. 


MILLERS FALLS 
TOOLS 











DYNO-MITE SCREW DRIVER 
AND NUT RUNNER 


Same power unit as Dyno-Mite 
Drill PLUS one all-important fea- 
ture, the ADJUSTOMATIC CLUTCH: 
selective torque setting by a simple 
turn of the indexed collar outside 
the I ing—releasing a vibration- 
less, constant flow of controlled 
power. 


MILLERS FALLS 
COMPANY 


GREENFIELD, MASSACHUSETTS 
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DELIVERED 
HOLE! 
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ABRAS 


A Sales Asset on Abrasives 


Your customers will appreciate the fact that 
no amount of weather or rough handling 
fazes “‘Masterpak”, a package with exclu- 
sive construction features — developed by 
Abrasive Products, Inc. for the safe delivery 


of Jewel Abrasives. No bent corners — no 


24 Hour 
Delivery Action 


"Red tape” and delays are 


torn edges—every inch usable. “Masterpak” 
assures complete protection against moisture 


and other damaging elements. Jewel Abra- 
eliminated — the minute an 


sives reach your customers factory-new! If 
order hits our shipping desk 


you want to get your abrasive selling out 
it gets “rush service” plus 


; of the rut, into the path of more profitable 
careful attention to every de- 

sales, write today for details of the Jewel 
Franchise — ask how the AP Free Trial Offer 
Abrasive Products, 


Inc., South Braintree, Mass. 


= PRODUCTS 


JEWELITE © JEWEL FLINT © NEW PROCESS 


tail. No matter whether re- 
quirements are standard or 
specialized your customers makes new customers. 


get 24 hour delivery action. 


ABRASIVE ' 


JEWELOX © JEWEL EMERY © JEWEL GARNET 
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Our Readers Say 








For Trade Rights As 
Well As Territorial 


Editor, MILL SUPPLIES 

We wish to compliment you on the 
editorial “Sinned Against or Sin- 
ning?” This is our viewpoint ex- 
actly. Why should any of us try to 
jump in the other man’s territory 
and secure business at lower prices. 
However, we must recognize one fact, 
that every once in a while new houses 
spring up, claiming, territory and 
customers that have been ours, which 
may be an exception to the rule. 

Another big difficulty that is before 
us is the plumbing houses or whole- 
sale hardware houses who should 
not quote to industrial trade, and try 
to “horn in” on industrial business 
at cut prices with the viewpoint that 
that is pick up business to them, and 
do not hesitate to tear down the 
market in the industrial field while 
they endeavor to keep their noses 
clean in the plumbing trade or the 
hardware trade, as the case may be. 
None of us belong to each other’s 
associations, and, of course, look at 
business through our own glasses, 
failing to recognize the other fel- 
lows’ rights. This is just about as 
bad as territory jumping and in 
some way we should look toward a 
coordination of trade rights as well 
as territorial rights. 


Very truly yours, 
JACK B. DALE, President 
Briggs-Weaver Machinery Co. 
Dallas, Texas 


Convention Speech 
Proves Helpful 


Editor, MILL SUPPLIEs: 


John Welch’s talk at Pittsburgh 
got me to thinking how to improve 
the relations between our mission- 
ary men and our distributors. I want 
to thank you for this inspiring talk 
as it has already proven extremely 
helpful. 

So often a missionary man is de- 
layed while the distributor’s sales- 
man takes care of minor details. I 
have written some comments which 
should serve to give a better under- 
standing as to what a missionary 
man can do for a distributor. I hope 
that possibly other manufacturers 
can do the same thing so that we 
will be able to train our missionary 
men to do a better job and also ask 
the distributors to be more conserv- 
ative in the way they use them. 

Sincerely yours, 
R. L. HAMILTON, 
Sales Manager 
The Dunmore Co., Racine, Wis. 
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BIRMINGHAM, ALA. 


.MEANS BETTER SERVICE 


“C2a 


* OPERATES FIVE PLANTS 


paren a sudden, swift upturn in the fortunes of one 
industry requires an even quicker adjustment in service 


from that industry's suppliers—a demand which must be 
met promptly at any cost. Geared up to mesh with the 
sensitive machine which we call ‘supply and demand” — 
LAMSON & SESSIONS has five plants—each complete in itself— 
equipped and always ready to match volume requirements 
with volume shipments. In an emergency, production facili- 
ties of all five plants could be called upon to execute an 


BOLTS NUTS 


COTTERS ° ° CAP 


ra AMSON ®&® SESSTONS 


order if we found that would expedite a shipment. You do 
not put all your eggs in one basket when you buy from 
LAMSON. Because LAMSON & SESSIONS manufactures the most 
complete line of bolt and nut products in America, you 
can order every fastening you require in one shipment, on 
one bill of lading, at one time. An obvious economy]! 
THE LAMSON & SESSIONS COMPANY, General Offices, Cleve- 
land, Ohio—Five Plants at Cleveland and Kent, Ohio; 
Chicago and Birmingham. 


SCREWS 














V-Belt 


PULLEYS 


READY SALES 
BECAUSE OF USER 
PREFERENCE 


STEP 
CONE PULLEY 
DESIGNED FOR ONINGA 
“A” BELTS STOKER SERVI 


Congress V-Belt Pulleys are so well 
balanced, attractively finished, dia- 
mond bored, quiet in operation, and 
perfectly grooved that they build up 
a definite user preference. Sales are 
the natural result. You can cash in 
on this popularity by featuring and 
pushing the Congress line of V-Belt 
Pulleys. Our engineers will gladly 
assist your customers in solving their 
transmission problems. Use our dis- 
play board for your window or coun- 
ter. It helps make sales. Write us 
for details. 








CONGRESS TOOL & DIE CO. 


9026 LUMPKIN AVE. DETROIT, MICH. 











THEY STAY SOLD! 


IT'S THE REPEAT BUSINESS, and not the first order, that 
really brings TAP PROFITS. 


The fact that many leading Distributors have profitably sold 
WINTER TAPS for years, conclusively proves that these taps 
give complete satisfaction in service; insuring the maximum 
of repeat orders. 


WINTERTAPS >» DIES 


THE WINTER BROTHERS CO., WRENTHAM, MASS. 
BRANCH FACTORY: DETROIT, MICHIGAN 
TAP AND DIE DIVISION NATIONAL TWIST DRILL & TOOL CO., DETROIT, MICH. 
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Strikes Hit on 
Both Coasts 


(Continued from page 38) 








In the New York outburst dis- 
tributors were merely innocent 
bystanders, but many of them 
were hard-it. The trucking strike 
was branded “outlaw” because it 
lacked the sanction of union offi- 
cials. Still it managed to tie up 
the movement of goods throughout 
the metropolitan area. Even those 
trucks owned and operated by the 
distributors were stopped from 
rolling. A jam developed in ter- 
minals. In the emergency all sorts 
of primitive and ingenious methods 
of making deliveries were tried. 
Some sent smaller packages via 
parcel post. Others took what 
packages they could carry and 
delivered them by hand, either 
afoot or in subway, bus or street 
car. Attempts to impress taxicabs 
into service met failure because 
drivers were reluctant to become 
involved Deliveries of goods 
needed in the sections of New Eng- 
land devastated by the hurricane 
were also considerably delayed. 

Several attempts at negotiation 
fell through but finally Mayor La- 
Guardia, who gets things done in 
the Page 1 manner, forced the 
hand of both sides by putting into 
service a great fleet of city-owned 
trucks. A few days later came 
compromise, resumption of activ- 
ity and a gradual lessening of the 
congestion that had piled up 
through the two weeks of idleness. 








Pulling Leather 


(Continued from page 37) 








Excessive stretch may be 
caused by overload, too much belt 
dressing, or excessive speed. The 
usual leather belt should not be 
operated at over 5,000 feet per 
minute—1,500 to 4,000 f.p.m. is 
the usual recommended range. 
Most manufacturers indicate a 
recommended maximum speed 
for each line of belts and have 
special belting for high speeds. 
To determine any belt’s speed. 
multiply the speed in revolutions 
per minute of either pulley by its 
diameter in feet times 3.1416. 

Cracking of the belt on the out- 
side is usually caused either by 





cue GUIDE BOOK 


TED, 
a cannes BEARINGS 


@ BABBITT METALS 


@ This new, enlarged Bunting catalog, now being 
nationally advertised and distributed to pur- 
chasers and key men in all industries, is a guide 


— book to better sales as well as better bearings. 
ae , 


BRONZE BUSHINGS - BEARINGS 


PRECISION BRONZE BARS 
BABBITT METALS 


THE BUNTING BRASS .& BRONZE COMPANY TOLEDO, OHIO 
WAREHOUSES IN ALL PRINCIPAL CITIES 
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The Desmond HEX Dresser 
The most durable 
dresser made 


The hex bearings nuts provide six pairs of bearings and 
eliminate wear on the handle. Made in four sizes to take Nos. 
0, 1, 2 and 5-H size Huntington Cutters. 


Write for a sample and complete information on this 
Desmond-Hex Dresser which has exclusive sales features. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 








Here’s a real 
Repeat Order 
item ... the kind 


Profits come from 


The Nut that can't shake loose Fig. 


1510 

Based upon the experience of other mill 

supply houses, “Unshako” Self-Locking 

Nuts are a dog-gone good line of mer- 

chandise to carry. The widespread ac- Cut out section 
$ : showing Locking 

ceptance and popularity they have built Ree la piace. 

up in industrial plants nearly every- TT > 

where, makes them easy to sell and Get all the facts 

easier to re-sell. “Unshako” is distinc- and our Dealers | 

tive, with features that set it in a class Proposition. 

by itself. Biebsie cw MEE, 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 
INDIANAPOLIS BOX 519 SAN FRANCISCO 
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excessive tension or a driving 
pulley too small for the belt 
thickness. The user may be try- 
ing to drive too big a load with 
the belt and has put too much 
tension in an effort to avoid slip- 
page, or the driving pulley may 
be too small in diameter for the 
thickness of belt considered 
necessary to pull the load. The 
remedy is a change in belting or 
in pulley. Cracking inside is 
caused by belt slippage, which 
creates frictional heat that dries 
the belt excessively. 

If the plies or laps of a belt 
separate, the belt is too heavy for 
the pulley diameter, or rubbing 
along an edge is causing trouble. 
Edge rubbing, particularly of 
belts fastened with fasteners, 
may also cause tearing of the 
belt or crookedness. 

If the grain is peeling, it may 
be caused either by excessive 
slip, sticky dressings, or destruc- 
tive oil or fumes. The remedy in 
any of these cases is obvious. 

If belt laps outside show a 
tendency to open, it usually 
means the belt is being run in 
the wrong direction. The basic 
rule is to run the belt with grain 
side toward the pulleys, the point 
of a lap on a single belt being 
run away from the pulley, on a 
double- or triple-ply belt, the laps 
should run the same way. This 
makes the feather edge of a lap 
strike the pulley last, and also to 
follow outside, so there is no 
tendency for windage to pull the 
lap open. 

The greatest causes of short 
belt life are overloading and ex- 
cessive speed. Speed limits have 
already been given, and load 
limits are shown in each manu- 
facturer’s catalog. Paste them in 
your hat to pass on to leather- 
belt customers. 

A few general rules of belt 
care will not come amiss here. 
If a belt starts to part at the 
laps, don’t try to repair the de- 
fect with rivets, lacing or cutting 
off the end of the lap. Cement 
it—if cement won’t hold, neither 
will anything else. As soon as a 
part appears, scrape off the old 
cement, clean the leather, and re- 
cement, making sure the joint is 
tight and that it has sufficient 
time to dry before being put in 
service again. For a belt joined 
by fasteners or lacing, be sure 
the cut ends are square—use a 
square to lay out the cut. 

Ends must butt tightly. Lace 
holes must be aligned to divide 
the load evenly. Cut ali -astener 



















sic 


int 
ng 


ps 
1is 
ap 


no 
he 


yrt 
2X- 
ve 
ad 
ju - 


Br- 


elt 
re. 


le- 
ng 
nt 
ler 
3a 
yI1d 
re- 
is 
ant 

in 
ed 
ire 
‘a 


ace 
ide 
ner 


in VALVES and PIPE FITTINGS 














Some of the many 
Kennedy Products 





Bronze Bronze Globe 
Gate Valves and Angle Valves 
Bronze Iron-Body 
Check Valves Check Valves 





Malleable-iron 
and Bronze 
Pipe Fittings 





Iron-Body Cast Iron 
Gate Valves Flanged Fittings 
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that produce more sales 


and satisfied customers 


VERY design of Kennedy Valve and Pipe 

Fitting has extra values at no extra cost 
that help you secure re-orders as well as 
initial sales. 


For example, all Kennedy Iron-Body Valves and 
Cast-lron Fittings are made of a metal that is 
50° stronger than ordinary cast iron; and 
Kennedy Bronze Screwed Fittings are made of 
the same red metal as used in Kennedy Bronze 
Valves. Five different designs of operating 
mechanism in Kennedy Iron-Body Gate Valves 
and six different designs of discs and seats in 
Kennedy Bronze Globe and Angle Valves pro- 
vide an exactly suitable construction for each 
range of pressure and service. Distinctive 
features in each Kennedy valve design assure 
lasting dependability, ease of operation, and 
low maintenance expense. 


These are some of the reasons why initial sales 
will come easily and repeat orders will follow 
automatically when you handle Kennedy Extra 
Value Valves and Pipe Fittings. 

Write for full information on these extra-value 
products . . . made in every standard type 


and size, and sold to industrial plants only 
through the distributor. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


KENNEDY 


VALVES~PIPE FITTINGS 








ALWAYS 
Dependable 





| other 


holes with as small a punch as | 


possible—preferably 
pointed instrument—a 
knife cuts the fibers and makes 
the lacing more liable to tear out. 
In lacing, always punch a center 
hole first to insure straight run- 
ning, then space the others out to 
the edge evenly. This will make 
the belt have an odd number of 
holes, but that’s all to the good. 

Be sure proper dressings are 
used—an overly adhesive or im- 
proper dressing can cause belt 
failure just as readily as no 
dressing at all. Even water- and 
oilproof dressings are available 
for special services. If belts are 
out of service for any length of 
time, remove them from the pul- 
leys, clean off dust, dirt, lint and 
other foreign matter, sticky belt 
dressing, etc., with a scraper. 
Re-cement any loose laps or 
edges. When the cement is dry, 
coat both sides of the belt with 
tanner’s oil or other preservative, 
roll them up and tie with a 
tagged cord showing where they 
fit. Store in a barrel, box or 
other covered container. Two 
weeks before re-use, take them 
out and give them another coat 
of the lubricant. And when you 
put them back, be sure they are 
not too tight, are not rubbing at 
an edge, are not running crooked, 
or exhibiting other indications of 
future belt failure. Always pro- 


an awl or | 





VW 


X ANWR 
MARVEL 
HIGH SPEED EDGE 


Clear sailing has been the happy experi- 
ence of hundreds of industrial distribu- 
tors handling MARVEL High-Speed- 
Edge Hack Saw Blades. Easy first sales, 
complete satisfaction and repeat busi- 
ness—plenty of turn-over, with no time 
wasted bucking buyer indifference. 


That’s because a MARVEL High-Speed- 
Edge Hack Saw Blade is not “just 
another” hack saw blade—They are 
distinctly different in construction and 
performance—are the only Positively 
Unbreakable High Speed Blades. The 
men who know tools and steel cutting, 
know MARVEL .. . know why it’s 
faster (because of 18% Tungsten High 
Speed Steel cutting teeth electrically 
welded to tough alloy unbreakable 
back) . . . know that it saves dollars 


IM 


a 





and increases shop efficiency! 


HOLE SAW MARKET 
MULTIPLIED BY 
HIGH-SPEED-EDGE 


The’ greater strength 
and High-Speed-Edge of 
MARVEL Hole Saws 
has qualified them for 
drill presses and the 
production line. Large 
holes at low cost... 

stand up for deep drill 
ing and continuous op- 


tect them against mineral oil of 
any kind, such as machine oil or 
grease. If they get oily, wipe 
frequently with cloth or waste. 
One last caution for you as a 
salesman—be sure your customer | 
doesn’t think the solution for any 
slippage problem is to put more | 
tension in the belt. Tension 
should be just enough to trans- | 
mit the load without noticeable | 
slippage (indicated by glazing or | 
polishing of belt and pulley sur- 










ms SRS 












They built consumer : eration; therefore have 
acceptance which means repeat faces, or by squealing). If belt |, tremendously widened - 
I * repeat | | and pulley surfaces are clean and | the field for hole saw 


have 







business and profits. useage. to, TF 


loy steel back. 


the belt is conditioned for effec- 
tive pulley grip, tension can be 
reduced, thus avoiding shorten- 
ing belt life by overstretching | 
fibers, removing natural resili- | 
ence and elasticity. But if a new | 
belt becomes slack in service, | 
caution the purchaser to re-ten- 
sion it immediately—otherwise | 


THE CARD SALES POLICY 
of backing up their distributors 
100% assures CARD DISTRIB- 
UTORS full protection. 


S. W. CARD MFG. CO. 












3. Genuine 18% 


Divisi Toot ’ : . < P . Tungsten High 2. Patented elec- 
Division of Union Twist Drill Co. excessive slippage will occur and | Speed Steel trie weld. 
Mansfield, Mass., U. S. A. breed later trouble. ; 


— today for catalog on 
and line of MARVE! 
Hig 


Remember all these things, and -Speed- “Edge Hack Saw 


the leather belting you sell will 
do what is expected of it. Fail 
in them, and allow your customer 
to do likewise, and he’ll soon be | 
blaming his belt troubles on you. | 


NEW YORK: 61 Reade St. 
CHICAGO: 11 So. Clinton St. 
DETROIT: 6540 Antoine St. 
SAN FRANCISCO: 121 Second St. 
LOS ANGELES: 168 So. Central Ave. 
SEATTLE: 56% First Ave, South 








Armstrong-Blum Mfg. Co. 
"The Hack Saw People’ 
5753 BLOOMINGDALE AVE., 
CHICAGO, U. S. A. 


Eastern Sales Office: 
199 Lafayette St., New York 
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rofit Makers 


LOWELL REVERSIBLE RATCHET 
WRENCHES are giving SATISFACTION 
and SERVICE in hundreds of jobs today, 
the same as they always have. They 
have stood the test for years and are 
covered by the GUARANTEE: Any broken 
handle returned to us will be replaced 
without charge. 


Sell LOWELLS, the Time-Tested and Time- 
Proven REVERSIBLE RATCHET 
WRENCHES. They will build your profits 
from satisfied customers. 


| LOWELL 


WRENCH COMPANY 
WORCESTER MASS. 


HERCULES icisixc CHAIN 
25% Stronger’ 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H"—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 


from *\,'' (safe working load WHERE STRENGTH 


1,100 l\bs.) to 4” (s.w.l. 
12,500 Ibs.) iS VITAL 











































*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


COLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 
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Woodworking Tools 


(Continued from page 41) 








for them, bits of various sizes, 
wood bandsaw blades, sanding 
disks and belts, sandpaper, abra- 
sive cloth and grain, circular-saw 
blades, wood rasps, putty and 
putty knives, nails, bolts and nuts, 
and so on, depending on the exact 


| type of plant and its products. 


If he makes doors or furniture, 
there’ll be glue,pots and glue, mor- 
tising bits, routing cutters, formed 
planer-blade blanks and similar 
equipment, plus plenty of uphol- 
stering and similar specialized 
tools. 

The Wood Pattern -Maker— 
Here’s the man who really goes in 
for tools—for he runs machines 
and also does a variety of hand 


| jobs tricky enough to require spe- 
| cial tools. His boss, the plant 


owner, usually provides him with 
plenty of power tools, even down 
to portable saws, sanders, grinders, 
drills and screwdrivers. Then 
there are wood lathes, chucks, 
clamping dogs, belting, bandsaw 
and circular-saw blades, mortising 
bits and all the rest of the wood- 
working tools and accessories, plus 
hand trucks, hoists, brushes and 
brooms, and so on. 

But the pattern-maker doesn’t 
stop there. Much of his work is 
turned on a lathe, or otherwise 
machined. For the lathe work, he 
needs a_ half-dozen woodturning 


| tools. For the bench he needs 


several weights of claw hammers, 
a small brad awl, a brush, an ex- 
pansion bit and set of auger bits, 


| a bit brace, calipers, screwdriver, 


cornering tool, dividers, a full set 
of planes asd saws, squares, and a 
full set of contraction rules (to 
allow for contraction of the cool- 
ing metal), ,'y-, ~:- and ?,-in. per 
foot, and the special tools for 
woodcarving. He’ll also need the 
full set of carpenter tools, plus 


| paint, shellac and brushes, glue 
| and glue pot, and so on. He’s the 


boy who does close woodwork- 

and don’t think he doesn’t know it. 
He makes patterns, templates, and 
models in plants that cast or fab- 


| ricate metal. He may even want 


| 
| 


clay-modeling tools—in case he’s 
making clay or plaster of Paris 
models. 

Remember constantly that wood- 
working is almost always a two- 


| sided market—to the owner and 


to each craftsman employee. 
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A JOBBER 
WHO'S IN THE 








sus ARRO 


EXPANSION BOLTS 


The ARRO line offers a 
liberal profit to all job- 
bers. A protective profit— 
for ARRO EXPANSION 
BOLTS are sold only 
through the jobber. 
ARRO, a quality product 
which meets all require- 
ments desired by its user. 
Cadmium plated to resist 
rust and corrosion—pre- 
cision threaded to assure 
maximum holding power, 
ARRO is designed to out- 
last and out-perform any 
other expansion bolt. 


Get in the money with a 
protected, preferred mar- 
ket. Send for your ARRO 
Catalog and full particu- 
lars. 


Arro Expansion Bolt Co. 
MARION, OHIO 


































YARRO” 


BOLTS and 
ALLIED PRODUCTS 


SOLD ONLY THROUGH JOBBERS 
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equipment. 





Selling Them By 
Telling Them 


(Continued from page 35) 








to whom it would be most useful. 
The letter we sent out emphasized 
the practical information this book 
contained, in addition to the tools 
cataloged. The opening paragraph 
asked: “What special thing is it 


that causes twist drills to split?- 


(The answer is on page 74 of this 
new catalog and handbook.)” Fur- 
ther paragraphs called attention to 
the data on drill grinding, illus- 
trated with 17 pictures; the tables 
on tap and die tolerances; the in- 


formative guidance on correct drill 


speeds; etc. About 700 letters were 
sent out and replies were received 
from 235 of which a number were 
signed by presidents of the com- 
panies. 

Plant men, we find, are open to 
suggestions from the distributor 
regarding new and _ improved 
One of our recent let- 
ters called attention to the possi- 
bility of increasing the capacity of 
machines by equipping them with 
silent chain drives which assure 
positive transmission. 

Contractors and quarrymen, too, 
like to get informative data that 
they can use. A letter of this list 
about a wire rope catalog brought 
out the fact that in addition to il- 


| lustrating and describing every ex- 


istent type of wire rope, the book 
told “How to splice wire rope”, 
“How to attach thimbles”, “Cor- 
rect fleet angles”, “Rope stresses 
in slope hoisting’, etc. We re- 
ceived 91 requests for the book 
from contractors, quarries, coal 
mines and gravel pits. These are 
all bona-fide wire rope users, so 
we look upon these 91 catalogs as 
a future source of orders. 

The distributor sells to many 
different types of supply users. 
Sometimes these varied groups use 
similar products and a number of 
them can be reached in one sales 
letter. Greenhouses, for example, 
as well as country clubs, golf clubs, 
institutions, colleges, ete., all main- 
tain lawns and gardens, so all are 
users of rubber hose. A letter was 
sent to this list, which began: 


“A large greenhouse in an- 
other state has on its lawn this 
large floral motto: ‘Make the 
world more beautiful than you 
found it.’ 

“This 


is a good motto, and 
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MILL SUPPLY SALESMEN 


This product is a natural for you in every field 

It is being advertised in 
Mill & Factory 
vet Engineerin 
World - 
Implement News - 


+ Hardware Retailer 
+ Paper Industry 


+ Industrial Power 
+ Textile World 
+ Implement & Tractor 


+ Prod 
+ Hardware 
Form + Farm 


r + Southern Automotive Journal 
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lubrication 1s 


done right 


f Lubricants are forced to all parts 

of bearings under pressures up to 
1000 pounds. All grit and gum is 
flushed out—new, clean _ lubri- 
cant added. 


NO SPECIAL FITTINGS 


The ACCO-MORROW Lubri- 
cator operates perfectly on oil 
holes, oil cups and ball-type fit- 
tings. Patented OILING SEAL 
TIP prevents waste of lubricants 
at oil holes, ball fittings, oil cups. 


PROTECTS EQUIPMENT 


No matter how tight or gummed- 
up a bearing may be, a film of 
fresh oil will reach all parts of it. 


SAVES MONEY 


The inexpensive ACCO-MORROW Lubri 
cator speeds lubricating work. The use of 
highest grade lubricants by this method 
costs less than use of cheap oils and greases 
by other methods. 


AMERICAN CHAIN & CABLE 


COMPANY, Inc. 
York, Pa., U.S.A. 


In Canada: Dominion Chain Co., Ltd. 
Niagara Falls, Ont. 


Ad, 




















“Greenfield” tools are indi- 
vidually wrapped in olled 
paper before boxing. 









New lumber makes rugged cases. 






“GREENFIELD” 
DISTRIBUTORS 
Don't have 
DAMAGE CLAIM 
headaches 


When goods are packaged right, packed right, 















and shipped right, they arrive in good condition 
—and distributors are free from the losses and syipping cases are 

. ° ° lined with heavy 
annoyance of making claims for adjustments. waterproof paper. 


Just as manufacturing at “Greenfield” is organ- 


to 
- ized to produce uniform high quality tools—so 
every possible means is employed to see that 
those tools reach you in clean, undamaged con- 
ri- — ‘ . 
nil dition, ready for immediate or future resale. It 
“4 pays to handle “Greenfield” tools. 
its 
aS. 
' GREENFIELD TAP & DIE CORPORATION 
d GREENFIELD, MASSACHUSETTS 
of 
it. Detroit Plant: 2102 West Fort St. 
Warehouses: New York, 15 Warren St.; Chicago, 611 W. Washington 
ri Blvd.; Los Angeles, 441 S. San Pedro St.; San Francisco, 420 Market | Addresses 
of St. In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., are stencilled 
od Galt, Ontario a ae gene 


forced with steel 
straps 


GREENFIELD 
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VARIABLE SPEED TRANSMISSION 


Offers Real Volume Business! 


“SELECT-0-SPEED’, 


It's clever, simple, low in price, uses 

standard "V" belts—easy to install— 

and EASY TO SELL! 

The S-O-S transmission is a "packaged" unit requir- 

ing no complicated engineering—simple to install. It's UNIVERSAL 
in application! Standardization makes it easy to stock. 

Inoxponswe —Prices are extremely low—there's nothing else like it! 
S-O-S is really in a class by itself. It's selling on sight! 
"Select-O-Speed" is a NATURAL! Naturally now is the time to take 
advantage of this RIGHT NOW SELLER—Get in on the ground floor. 


Write for complete details. 
Transmission Division 


IDEAL COMMUTATOR DRESSER COMPANY 


1000 PARK AVENUE SYCAMORE, ILLINOIS 








W-s 

FORGED 

STEEL 

FITTINGS E 
for 


HIGH TEMPERATURE |= 
HIGH PRESSURE | 
SERVICE 








W-S Forged Steel Fittings offer definite 
advantages in terms of long life and low 
maintenance. By stressing these benefits 
to power plants, chemical and hydrau- 
lic plants, in fact wherever pipe lines 
carry oil, gas, steam, water, or ammonia, 
you can build a profitable repeat order 
business. 
Investigate the liberal Watson-Stillman 
distributor set-up—and the possibilities 
it offers for increased sales and profits. 


The Watson-Stillman Co. 
Roselle, N. J. 


Zim 
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your own well-kept grounds can 
help make it a reality in your 
community. But, as you have 
probably noticed, there is one 
item in lawn upkeep that can 
easily become troublesome and 
costly. This is HOSE. 

“However, a hose that solves 
this problem has now been de- 
velcped. We would like to send 
a small sample of————Super 
Country Club and Florists’ Hose 
for you to examine.” 


A number were interested in 
seeing and examining this special 
club hose. 

Like all direct mail advertising, 
the distributor’s publicity some- 
times needs the aid of devices to 
srein attention. An opportunity to 
try this principle recently occurred 
when a letter about a new indus- 
trial lamp was sent to 200 local 
retail stores. To create added in- 
terest, the achievements of the 
inventor were stressed along with 
the lamp. We dramatized his “in- 
stant freeze” food preserving pro- 
cess, patents for which were sold 
to one of the country’s largest cor- 
porations. This brought replies 
from five stores. This was not a 
large percentage, but the replies 
were excellent. Two were from 
chain store operators, one with 25 
units, the other with 7. Four out 
of the five were immediately sold. 

Timeliness is another element to 
be considered in striving to make 
distributer advertising interest- 
ing. Some items in stock sell bet- 
ter and are more intresting at 
certain seasons of the year. In 
the summer, power plants which 
meet large demands for heat in 
cold weather, have boilers off the 
line for over-hauling, so summer 
is the best time to write such 
plants regarding furnace refrac- 
tories, boiler tubes, valves, gauges, 
etc. In the fall, when heating 
plants are being made ready, the 
way is open for such supplies as 
valves, steam traps, boiler repair 
materials, ete. 

Special angles of the distribu- 
tor’s service usually make good 
advertising material. A fleet of 
speedy trucks illustrates the quick 
way in which orders are handled 
and the emphasis the distributor 
places on prompt delivery. Ross- 
Willoughby has a_ completely 
equipped pipe fabricating shop, 
which as a special service, is an 
advertising story in itself. Equip- 
ped to cut and thread all sizes of 
pipe from -in. up to and including 
12-in. diameter pipe, and stocked 
with fittings and all pipe sizes in 
random lengths, an appreciated 
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IT REALLY 1S 
iT WILL DO 
unot wire ROPE 
NG LIFE INTO: A | 
SEYOND SPECLFICATIONS 


WE SEES WHAT 
so KNOWS WHAT 








MILD PLOW 
STEEL 
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GRAY STRAND 





OCTOBER 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Iron Age 
Western Construction News 


A trained wire rope salesman who knows 


economical wire rope practice as well as technicalities is at your service. He will 


gladly call on any of your prospects with you or alone in your interests. His kind 


of service makes customers that will stick to you. Write for distributors’ and 


cooperative advertising plans. 


WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
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Worcester - Chicago - Buffalo - San Francisco 










Consistent 
Profit Makers 


CAPITAL RED CAP 
BRUSHES AND BROOMS 





































Many front rank distributors 
have come to a realization that 
there is opportunity for volume 
business and worthwhile profits 
METAL CASE with the right line of industrial 
we brushes and brooms. These dis- 
tributors are now selling .(we re- 
peat it—selling} CAPITAL "Red 
Cap" Brushes and Brooms and 
making good money doing it. 


What about your brush and 


f 4 





















BASS PUSH BROOM broom business? Is it all it should 
- be? If not, investigate your pos- 
sibilities with the CAPITAL "Red 


Cap” Line. 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 
FLOOR BRUSH ESTABLISHED 1890 
* Corner Brush & Broom Streets 
Indianapolis, Indiana 


CARSON 
NEWTON 


SWISS AMERICAN 
PATTERN BRAND “PATTERN 




















The CARSON-NEWTON ALLIGATOR BRAND 
NAME is a valuable asset to distributors who 
want increased file business. It has estab- 
lished a reputation for value in the minds of 
experienced file users. The line is complete 
in sizes, shapes and cuts. 
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In some sections we can accept distributors. If 
you want a real profitable quality high grade 
complete line of files write us— 


CARSON-NEWTON CO. 
BELLEVILLE, N. J. 
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service is rendered to industrial 
plants, power plants, municipali- 
ties and contractors. 

All distributors are equipped to 
give special attention to telephone 
orders and inquiries and this angle 
of service can be well publicized. 
An experienced telephone sales 
staff is one of the most important 
assets of the distributor. It main- 
tains contact with his trade, con- 
stantly helps solve supply and 
equipment problems and advises 
customers in the use of supplies. 
This service has a tremendous 
publicity value. 

Again it may be individual per- 
sonalities that can be spotlighted, 
especially those of the staff who 
have frequent phone or personal 
contact with the customers. In a 
little mimeograph bulletin which 
Ross-Willoughby calls “Industrial 
Supply News”, we print little 
serio-comic biographies of some of 
our salesmen. 

What is the best form of direct 
mail advertising that a distributor 
can use? There is much room for 
differences of opinion on this ques- 
tion. In our own experience we 
have found that so long as the 
advertising is interesting, which 
unfortunately is not always, it 
seems to make little difference 
what form the message takes. 
Sales letters, bulletins, even post 
cards, have been effective. We 
have been able to hit the bull’s eye 
of informative interest in satisfac- 
tory proportion to our aim. 

Simple mimeographed bulletins 
are widely used by statistical or- 
ganizations, research services, fi- 
nancial services, etc. Businessmen 
are accustomed to receiving this 
unpretentious appearing literature 
and read it thoroughly. It is in- 
teresting because it is informative. 
It is possible therefore, for such 
news bulletins to be used effec- 
tively by distributors. Some of 
our most effective pieces have been 
in this form. 

The advertising distributor 
must also consider the mailing list 
problem. Good lists of actual or 
potential customers form a most 
important part of his advertising 
set-up. There are many sources 
for such names. Telephone direct- 
ories, commerce association lists, 
etc., give some listings but the 
mercantile register is one of the 
best sources. The names on all 
such lists need to be broken down 
into analogous groups, so that ad- 
vertising messages can be accu- 
rately aimed. Where names of plant 
executives are available, they 
should be included as should the 
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ADJUSTABLE OR NON-ADJUSTABLE 
PIPE OR BOLT DIE HEADS 


Here is an item that should prove interesting to all branches of the trade. 


These small "TOLEDO" die heads can be furnished adjustable for pipe and bolts and also regu- 
lar non-adjustable for pipe. 


Vg to 3% inch pipe with adjustment of 2 to 4 turns. 5/16 to | inch bolts or rod with adjustment 
of | /64 inch either N.C. or N.F. thread. 


Adjustment is quick and positive. Loosen four cover screws and turn knurled ring to desired size. 


All four die segments cut equal even when standard setting is changed. Dies can be reground 
again and again. A real advancement in small die head construction. 


Operate in regular No. 00 Ratchet Handle or new 2-Handle Stock. 


A sample head proves a real sales benefit. Literature with prices sent promptly on request. 





THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE STREET 


“TO DO” 
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SAGINAW, MICHIGAN 


PRECISION TOOLS 





Say These Words 


and Make a Sale: 


“It’s rustproof 
throughout” 


Selling a Lufkin product has 
always been easy—but sell- 
ing the new Lufkin Wizard 
Junior, All Stainless Tape- 
Rule is about the simplest 
thing you ever did. 


If a customer wants a tape- 
rule that won't rust or cor- 
rode, show him this new 
Lufkin and say “It’s rust- 
proof throughout.” Both blade 
and case are made of gen- 
uine stainless steel. It's ideal 
for use in damp places, 
around salt water, and for 
general use anywhere. 


Wd thik 


New York 


TAPES - RULES .- 
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names of purchasing agents. How- 
ever, we have found that a hair- 
line division, such as whether a 
mailing piece should go to the 
master mechanic rather than the 
chief electrician, is unimportant. 
We might consider it good ad- 
vertising to send to both. 

Again it is all a matter of creat- 
ing interest. When the distributor 
succeeds in making his advertising 
interesting enough, it finds its own 
way to the right executive. We 
have seen examples of this. In 
certain cases, mail addressed to 
larger companies, but not to any 
certain executive, has brought 
reply cards signed by the power 
plant engineer when the letter re- 
ferred to power plant matters, and 
by the production manager when 
production equipment was _in- 
volved. When we sent out a letter 
calling attention to three-ton-a- 
day fuel-saving which one plant 
had attained by installing a cer- 
tain steam trap, we received re- 
plies signed by top executives, ask- 
ing for details. 

In much the same way as to 
whether a left-hand or a right- 
hand page is the better position, 
so do advertising men disagree as 
to the days on which direct mail 
matter should be sent out. With- 
cut entering into this controversy, 
our practice is to time our mail- 
ings to reach the consumer about 
the middle of the week. 

Advertising men will argue, too, 
as to whether it adds to sales let- 
ters to fill in the name of the ad- 
dressee at the top. We make a 
practice of filling in the name at 
the top of every circular letter. 
Perhaps it is because we have an 
addressing machine that does the 
work rapidly that we think it does 
add something. 

The question of postage rates 
also enters into distributor adver- 
tising. Should advertising mail be 
sent out first-class or third-class? 
One distributor’s experience is 
that third-class mail is adequate 
for all his advertising needs and 
that the still lower bulk mailing 
rate is even more desirable. When 
a distributor has evidence that 
his advertising is being seen and 
read and is bringing tangible re- 
sults, to pay a higher postage rate 
would not seem justified, particu- 
larly in view of the fact that it is 
difficult to tell the difference be- 
tween first- and third-class me- 
tered mail. 

Probably the distributor will 
never be a large advertiser. How- 
ever, he can and should be persis- 
tent. No type of store should have 
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EAGLE WELDED STEEL BENCH 
OILERS HAVE ACETYLENE 
WELDED SPOUTS AND ACETYLENE 
WELDED BOTTOMS—AN UNBEATABLE 
COMBINATION FOR BETTER AND 
LONGER SERVICE. 
Distributors find added profits 
in Eagle Oilers 


EAGLE MANUFACTURING CO. 


WELLSBURG WEST VIRGINIA 











= JIMMY 





“If you think I’m cocky or something, check 
me on this: In the toolroom, where time- 
saving, cost-cutting ideas are born... and 
on hundreds of exacting production jobs... 
Dumore grinders have been the means, 
and Dumore factory men have brought 
the methods to crowd cos's down and push 
production up.” 


A quarter of a century of constant contact 
with manufacturing problems, daily becom- 
ing more complex, has equipped Dumore en- 
gineers to take tough grinding jobs in stride 

. . to be of invaluable aid to Dumore Dis- 
tributors. The experience and cooperation of 
these men is yours for the asking. If you 
want action, Write wee Dumore, c/o The 
Dumore Co., R 
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Wrenches should be fast sellers— 
ARMSTRONG WRENCHES are 


In industry, construction and transportation, everybody uses 
wrenches ..... every machine, every assembly bench, every 
set-up or repair job requires them. The wrench market is a 
tremendous market, the sales opportunities it offers are un- 
limited if you sell what wrenches buyers want. 

Tool buyers prefer ARMSTRONG Wrenches because they 
know they are stronger, handier, correctly designed, accur- 


ARMSTRONG BROS. 





ately milled, heat treated and finely finished—they also know 
that the Armstrong line is complete—that no matter what type, 
shape, or size wrench is needed, if it’s a quality wrench, 
ARMSTRONG makes it. 

If you are seriously interested in making PROFIT from your 
tool department, standardize on ARMSTRONG WRENCHES 
ARMSTRONG Carbon Wrenches, Chrome-Vanadium Wrenches, 
Detachable Head Socket Wrenches, Bridge Ratchets, Box Socket 
Wrenches and Hollow Serew Wrenches. Continuously adver- 
tised year in and year out, sold thru -industrial distributors, 
protected in price, they increase sales, give years of satisfying 
service and build profitable, repeat business. 


TOOL CO. 


“The Tool Holder People" 305 N. Francisco Ave., Chicago, U. S. A. 
Eastern Sales Office: 199 Lafayette St. New York ¢@ 





San Francisco @ London 
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Standard 10’ COIL 


ANY METAL 


For example—gold, silver, alumi- 


num, mild steel . 
metal you want. 


ANY FINISH 


Natural, japanned, black enamel, 
hot-dipped galvanized or any | 
other finish to your order. 


ANY GAUGE 


- Quickly—as specified. 


ANY WIDTH 


. Exactly as required. 


ANY PERFORATION 


All holes accurate, smooth and 
minus burrs and sharp edges. All | 
edges milled (rounded). 


STRIP— 


Standard in 5 ft. and 10 ft. lengths 

- Or as specified. Standard | 
bundles of 100 feet and shipped in 
bundles of 500 feet. 


—OR COIL 


Handiest and most compact for 
stocking. Require minimum space 
and minimum stock. Keep Paine 
Band Iron handy—low in cost and 
mighty useful with its INNUM- 
ERABLE APPLICATIONS in 
the building, plumbing and elec- 
trical field. 


- in whatever | 





T PAI N , Dept. —— 
H East. pg Dh St. 
E COMPANY 
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more to talk about than the indus- 
trial supply house and that no field 
should be more receptive to news 
about new products and better 
methods than modern industry. 
Today more than ever, distributors 
are on their own as local-adver- 
tised institutions. The manufac- 
turer, with rich resources of in- 
formative catalogs and other di- 
rect mail material, will be glad to 





back the distributor and help him. | 


All these advertising programs 
will be a constant reminder to the 
industrial consumer that the sup- 


ply house is a useful and conven- | 


ient local service maintained so 
that he may operate his plant more 
efficiently and more economically. 








Guess What 


(Answers to Questions on page 42) | 








1. Wrapped and braided. 

2. No—the fabric carries all the 
stress in all but a few cases. 

3. No, not always. More and 
thinner plies mean greater com- 
pactness for a given strength. 

4. In specialized service or 
where users do not take eel 
to stop abuse. 

5. Heat. 


6. Portable compressors which | 


have no aftercoolers. 
7. Either dissolves or 
and chars the tube. 
8. Heavier, usually. 
9. Cotton. 
10. At least 
to 10 or 12. 
11. 60-125 lb. per sq. in. 


12. 350-1200 lb. per sq. in., de- | 


pending on quality. 
13. Inside diameter, plies, fabric 
strength and principle of construc- 


tion. 


Solves the Stainless 


























The answer to Sam’s dilemma, 
from page 42. 
1 
2 
3 4 
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hardens | 


5—sometimes up | 
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Tt this Lng, pusing ever 
Breaks or Disto 


PROFIT TIP: 


Help them stop 
Waste of Time and Money 
on Pipe Wrench Repairs 


Millions of (RI@AI] wrenches in 
use under that housing guarantee—and 
the users will tell you they stay on the 
job, avoiding nuisance of repairs, sav- 
ing money. Your customers enjoy 
using the safe all-alloy RIZBID 
with replaceable chrome molybdenum 
jaws, adjusting nut that never binds 
even in 60” size, powerful I-beam com- 
fort-grip handle. 


It’s a tool that inspires workmanlike 
pride and care. Sell RIZRIDs 
for economy and efficiency—and easy 
sales and profit for you. Write for the 
whole story, now. 


The Ridge Tool Co., Elyria, O 


RikaaIb 
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Stove Bolts that 
Bring Repeat Business 
Uniform quality Triplex Stove Bolts build 
steady customers. Their time-saving fit. 
deep head slots, quick-starting nuts bring 
profitable time economy in the shop. Rourd, 
flat or oven head, all sizes—made of high 
quality wire. Thoroughly cleaned—ready 
to use. Don’t lose business when customers 
insist on Triplex. Write today for samples 
and prices. 


THE TRIPLEX SCREW COMPANY 
5307 Grant Avenue, Cleveland, Ohio 


IPLEX 


CAPVAND SET SCREWS, BOLTS AND NUTS 
Millions sold—Used in Every Industry 
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MAIN FEATURE 


Will mark tools and parts permanently 


Inexpensive replaceable cartridges 


Does chamfering, drilling, reaming, bor- 


ing, ete. 


Hose is synthetic lined for long service 


Full anti-friction bearings throughout 


Vibration control for heavy duty work 





Construction of heavy flexible fibre. 


Gasket compresses and expands auto- 


matically 


One man operation for all loads 


Particularly suited for general grinding 


Imbedded flanges increase wheel life 


Tilting base for bevel cuts 


Inch numbers on both sides placed ver- 


tically 


Entirely self-contained with built-in 


reservoir 













MANUFACTURER 


Ideal Commutator Dresser Co. 
Willson Products, Inc. 
Oster Mfg. Co. 


United States Rubber Products 
Black & Decker Mfg. Co. 


Independent Pneumatic Tool 
Co. 






Safeguard Electric Co. 


Johns-Manville, Inc. 


Wash Co. 

Stanley Electric Tool Division 
Abrasive Co. 

Syntrom Co. 


Lufkin Rule Co. 


The Hisey-Wolf Machine Co. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Electric Marker 














This new electric marking ham- 
mer has a capacity of 7,200 cutting 
strokes per minute and comes com- 
plete with hardened steel point, 6-ft 
cord, plug and “on-off” switch. The 
tool weighs 19 ounces complete. 
Standard unit is for 110 volt A.C. 
60 cycle supply. The tool will mark 
tools, products and parts perma- 
nently, and helps prevent loss, theft, 
mistakes in assembly and in filling 
replacement orders. It assures iden- 
tification on all materials including 
steel, bronze, brass, alloys, marble, 
tile, glass, porcelain, plastics, wood, 
hard rubber, bakelite, ceramics, etc. 
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For engraving extra hard material, 
up to 60 Rockwell hardness, a spe- 
cial diamond point may be secured. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, superintendent 
and purchasing agent.—Ideal Com- 
mutator Dresser Co., Sycamore, II]. 
—MILL SupPPLiEs, October, 1938. 


Cartridge Respirator 


tecently announced a new low-re- 
sistance chemical cartridge respira- 
tor especially designed for plating 
operations, brazing, paint spraying, 
ete., and for use in light concentra- 
tions of organic vapors and acid 
gases. This new respirator, which 
is available in either 190 or 100 cc. 
content, has several unique and dis- 
tinctive features. It employs two 
inexpensive replaceable cartridges 
which results in a very low breath- 
ing resistance. The use of extra 
large cartridges affords an unusu- 
ally large degree of protection. Spec- 
tacles or goggles may be worn with 
absolute comfort and the entire res- 
pirator is so compact that it may 
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be worn underneath a weldey’s hel- 
met without interference. Three 
separate chemical fills are available 





depending upon the use to which the 
respirator is to be put. Under no 
consideration should this respirator 
be worn for protection against car- 
bon monoxide or in an atmosphere 
deficient in oxygen. Primary buy- 
ing officials to be contacted in intro- 
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CHICAGO RAWHIDE MFG., CO. 


1290 Elston Avenue, Chicago 








ducing this product are plant man- 
ager, superintendent and purchasing 


agent. — Willson Products, Ine., | 


Reading, Pa. 
ber, 1938. 
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Bolt Machine 

















Just announced is a new bolt ma- 
chine, known as the “Rapiduction 
Junior’, which is made in two sizes, 
the No. 541 machine having a ca- 
pacity covering all sizes up to 1} in. 
and the No. 542 up to 14 in. When 
stripped of die-head and vise car- 
riage, the machines can be adapted 


to chamfering, drilling, reaming, | 


boring, tapping and other jobs. The 
machines are powered by constant 
speed motors of 2 hp.-800 rpm., 
and speed changes obtained with 
pick-off sheaves. The drive from 
motor to machine is through V-belts. 
Eight spindle speeds are obtainable 
from 27 to 386 rpm. The final drive 
is by triple thread worm, hardened 
and ground steel, and running in 
anti-friction bearings. This drives 
a bronze worm gear mounted on the 
spindle which also runs in anti-fric- 
tion bearings. The vise is of the 
open type operated by a hand wheel 
conveniently located at the operator’s 
left hand. The vise jaws are of 
hardened steel, one serrated and one 
smooth for quick centering of the 
work. The jaws are adjustable both 
vertically and horizontally. The die- 
head is of the rotary type, automatic, 
quick-opening and is fully adjustable 
for over or undersize threads. De- 
vice can be set to open the head when 
the thread has reached any desired 
length. Primary buying officials to 
be contacted in introducing this 
product are superinte ndent, chief en- 
gineer and purchasing agent.—The 
Oster Mfg. Co.—MILL SupPPLiEs, Oc- 
tober, 1938. 


Solvent Hose 
Lacquer and_ synthetic enamel 
sprays usually contain Butyl Ace- 
tate and other solvents whose action 
is destructive to rubber, but this new 
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FOR LIQUID 
LEVEL CONTROL 





Davis 


Float & Lever 
Units 


Illustrated above is the Davis 
No. 168 D Float & Lever Tank 
Unit. It features the patented 
“DIA-BALL” transmission joint—a 
feature that enables you to guar- 
antee it against leakage. There 
is no stuffing box to pack. Mini- 
mum maintenance is_ required. 
Friction is greatly reduced. Its 
compact nature permits installa- 


| tion where space is limited. 


Davis Float & Lever Units are 
offered in several different styles 
and sizes for installation on open 


_or closed tanks at any pressure. 


We will be glad to supply you 
with complete specifications. 











Every Industrial Distributor 
Should Have This Book! 


This binder contains latest Davis bulle- 


tins illustrating and describing over 
sixty Davis specialties. Ask for a copy. 
DAVIS REGULATOR CO., 2544 S&S. 
Washtenaw Ave., Chicago, Ill. 











99 





























SALES > 


AMERICAN SWISS FILES _// 


ARE SWISS PATTERN FILES 
MADE IN UNITED STATES 





The satisfactory performance ¢ 
of our product creates repeat £ 
orders for the distributor. Ly THEY 


4 STAY SOLD 


It is the satisfactory per- 
formance of a product over 
/ a period of time that builds 
TRADE MARK yi a profitable account. 


OF QUALITY , ; : 
pny ner It is not the first sale that builds busi- 
ness. 








Distributors of American Swiss Files 
have a decided advantage—the line 
is quality—it stands the test and it 


Med SOLD. 
AMERICAN SWISS FILE & TOOL CO. 


ELIZABETH, N. J. 


Also Mechanics’ Hand Tools and Knurls 
Buy from the Distributor 


MAUREY STEEL V-PULLEYS| 


BUILD UP YOUR PULLEY SALES... Get 
this DISPLAY BOARD 











Hlautey 


Usiversar V Steet Puttey 
MAUREY MANUFACT URIN 





% Attract customers with this Display 
Board — place it on your counter or in 
your show window, where the pulleys 
can be seen and examined. Maurey 
is the largest manufacturer in the world 
of Single-groove Steel-Pulleys. Only solid 
steel or malleable iron hubs are used— 
no die cast hubs, yet the cost is no more 
than for ordinary types. They run true 
under severest conditions. 








% Maurey Pulleys are neatly boxed in 
strong cartons, you get quick serv- 
ice from well filled stocks. Sell Maurey 
Steel V-Pulleys and build up that end of your business. We do every- 
thing to make your selling easy and profitable. Let us send you details 
as to our desirable sales arrangement for distributors. 


MAUREY MANUFACTURING CO. 


2907-15 S. WABASH AVE. CHICAGO, ILL. 
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lacquer spray and solvent hose has 
proven itself superior for this pur- 
pose, it is claimed. Thousands of 
feet are already in use in the auto- 
motive industry for automobile and 
truck body lacquer spraying. The 
service the hose has rendered is re- 
ported to be exceptional. This syn- 
thetic lined lacquer spray and solvent 
hose is also well adapted for use as 
a solvent hose, particularly in condi- 
tions where elevated temperatures 
up to 150 deg. play a part. Because 
the tube is of synthetic stock practi- 
cally no swelling develops when it is 
used as a solvent hose. In the small- 
er sizes this feature is of great value 
as constriction of flow due to swelling 
is reduced to a minimum. The in- 
ner tube, made of a high grade syn- 
thetic rubber material, will resist 
the action of oils and commonly used 
paint solvents, in addition to lacquer 
solvents. It will not discolor deli- 
cate shades of paint. The body, of 
braided reinforcing plies of high 
grade cotton, has a smooth molded 
black cover of oil and abrasion resist- 
ing rubber stock. Primary buying 
officials to be contacted in introduc- 
ing this product are chief engineer, 
superintendent and purchasing 
agent.—United States Rubber Pro- 
ducts Inc., New York City—MILL 
SUPPLIES, October, 1938. 


Portable Drill 





Here’s a new drill that is well pro- 
portioned, perfectly balanced and 
has a surprising compactness and 
smooth rugged power. Named the 
“Holgun”, it is a heavy-duty pro- 
duction unit that has full anti-fric- 
tion bearings throughout to insure 
maximum power at the spindle. It 
also has fool-proof ventilation with 
three screened inlets, any two of 
which provide ample cooling. Sim- 
plicity of construction and assembly 
gives easy access to any part for 
inspection and servicing. The ca- 
pacity in steel is }-in., the no-load 
speed is 1700 rpm., the net weight 
only 2% lb., and the overall length 
only 63 in. Primary buying officials 
to be contacted in introducing this 
product are plant engineer, superin- 
tendent and purchasing agent.—The 
Black & Decker Mfg. Co., Towson, 
Md.—MILL Suppuies, October, 1958. 


Portable Grinder 


Three new grinders, manufactured 
in 4-, 5- and 6-in. diameter wheel 
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S$ PUR SS 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


Car Movers for Every Need 








POWER KING . . 
for heavy duty in mines and cement mills 
NEW BADGER NO. 5... 
for usual and ordinary car moving jobs 
BADGER NO. 9... 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH 
for dumping hopper bottom cars 








The Advance Car Mover Co., Inc. | 


Appleton Wisconsin 
CANADIAN ADVANCE CAR MOVER CO, 
WELLAND, ONTARIO, CANADA 


Always 
100°, 

Distributor 
Cooperation 


The Wm H. 
OTTEMILLER 


COMPANY 
YORK, PA. 
We Also Manufacture DARDELET THREAD SCREWS 


capacities was recently announced 
for use where production work is 
constant and service is severe. A 
newly perfected vibration control 
fits this grinder for all heavy-duty 


work. The spindle is a two-piece 
shaft, joined with resilient steel 
strips. The steel strips, not the 


motor, take the shocks and prevents 
lead wires to the commutator from 
crystallizing and breaking. Motor 
burnouts are avoided. Much costly 
handling can be avoided and hours 
of time saved in grinding, wire 
brushing, buffing and polishing all 
types of metal surfaces. The 4-in. 
grinder is recommended for fast 
grinding on light jobs. It weighs 
10 lb., is 19 in. long and operates 
at a free speed of 6,000 rpm. The 


5-in. grinder operates at a slower | 


speed for heavier duty work. The 
6-in. grinder is designed for the very 
hardest kind of grinding job. It 
weighs 20 lb., is 244 in. long and has 
a free speed of 6,000 rpm. Primary 
buying officials to be contacted in 
introducing this product are super- 
intendent, chief engineer, and pur- 
chasing agent.—Independent Pneu- 
matic Tool Co., Chicago.—MILL Sup- 
PLIES, October, 1938. 


Lamp Guard 





This 


screwless 
lamp guard is completely constructed 
of heavy flexible vulcanized fibre, 
comprising strips, rings, hooks and 
reflectors, with parts heavily lac- 


new 


quered. This portable lamp guard 
does not require any tools to disen- 
gage the fibre cage from the handle. 
A push of the thumb is all that is 
necessary to disengage it. Another 
important feature is the rubber con- 
struction of the handle and the plac- 
ing of the lamp itself in live rubber 
increasing the life of the lamp and 
reducing lamp breakage. Primary 
buying officials to be contacted in in- 
troducing this product are plant 
manager, superintendent and pur- 
chasing agent.—Safeguard Electric 





Co., Brooklyn, N. Y.—MILuL Sup- 
| PLIES, October, 1938. 
Gasket 


To meet service conditions on mod- 
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| ern power plant equipment operat- | 





VINCENT 
HUNTINGTON 


NEW improven 





Gverv 


VINCENT 


Cutter 
Has 18 
Teeth 
Count 
Them / 





GRINDING 
WHEEL 
DRESSERS 


(Pat. Applied for) 


OFFER 
GREATER SALES 


OPPORTUNITIES 


This new improvement is as 
great on Grinding Wheel 
Dressers as floating power 
and turret tops were on 
automobiles AND there's no 
advance in price. The added 
life and efficiency improves 
the already superior per- 
formance of Vincent-Hunt- 
ington Grinding Wheel 
Dressers and Cutters and 
this is why they have be- 
come standard equipment in 
most of the large industrial 
plants of the country. 
There's good, steady, profit- 
able business in selling the 
Vincent-Huntington line. Our 
catalog sheets will interest 
you. 





These bushings used in all 
Special and #1 and #2 Im- 
proved Huntington Dressers. 


= 
° 


These bushings used in #0 
Regular and Hooded Im- 
proved Huntington Dressers. 


These new type bushings will 
not turn and wear out the 
bushing holes in the handle. 
The greatly increased life 
and efficiency which this 
makes penile means dol- 
lars and cents savings to 
the users. 


THE 


VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 





DISSTON Xi 


. a JACOB S. DISSTON, JR. 


Vice President in 
wv Charge of Sales 
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ISSISTS DISTRIBUTORS 





ith Regular Advertising in FACTORY 


Mr. Jacob S. Disston, Jr., Vice President 
in Charge of Sales, Henry Disston & 


Sons, Inc., writes of FACTORY, 
“lam particularly impressed with 
the practical usefulness of indi- 
vidual articles, as well as the gen- 
eral editorial theme which con- 
tinually points out the advantages 
of using improved methods and 
equipment." On the opposite 
page are Mr. Disston's complete 







Management and Iaintenance 


A McGRAW-HILL 
PUBLICATION 


330 W. 42nd Street 


New York, N. Y. 





remarks on why his company uses FAC- 
TORY to help Disston's distributors. 


* * * * x 


FACTORY appeals to plant operating officials who are 
in charge of management, production, and mainte- 
nance, 

Editorial emphasis is placed on such manage- 
ment subjects as employee relations, wage incentives, 
waste elimination, safety, foreman training. 

Among the production subjects are production con- 
trol, cost control, time and motion study, plant lay- 
out, materials handling, power transmission, electrical 
application, air-conditioning, welding. 

In the maintenance field typical subjects are or- 
ganization and management of maintenance build- 
ing upkeep and repair. 



























































































































The difference between Darts and 
ordinary unions comes right down to 


this: Dart’s two bronze seats are 
ground to spherically accurate sur- 
faces. And because these seats match 
over their full width, they tighten up 
to a leak-proof joint not just once, 
but again and again, as often as in- 
stalled. . . This repeatable tightness 
makes a strong, straightforward sell- 
ing story that ordinary unions can’t 
match. It makes your customers stick 
with you. And it puts you ahead in 
sales—and profits. Drop us a line for | 
Dart’s jobber policy today. 
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E. M. DART MFG. CO., Providence, R. I. 


Sales Agents: 
The Fairbanks Company, New York, 
and all branches. 


























Canadian Factory: 
Dart Union Company, Ltd., 
Toronto, Canada. 

















ing at high pressures, a new type 
of gasket has been developed which 
is constructed of pre-formed plies of 
asbestos and cold-rolled, cadmium- 
plated steel. Known as the “Spiro- 
tallic gasket,” it is for sealing boil- 
er manholes, handholes and tube 
plates. The material is spirally 
wound in such a manner that the as- 
bestos serves to seat the adjacent, 
interlocking metal plies. As soon 
as compression is encountered, the 
strong, rigid edges of the plies meet 
the bearing surfaces of the manhole, 
handhole or tube plate to form a 
series of metal barriers that provide 
a tight and effective seal against ex- 
treme pressures and high tempera- 
ture conditions. An outstanding fea- 
ture of Spirotallic gaskets is their 
ability to compress under flange pres- 
sure and then to rebound when the 
pressure is removed. This resiliency 
is obtained largely by the central 
crimp of the interlocking plies, which 
provides a constant spring action 
that enables the gasket to compress 
and expand automatically as the gas- 
keting space varies in service. Spiro- 
tallice manhole and handhole gaskets 
are available in standard sizes in 
both round and oval form. Primary 
buying officials to be contacted in 
introducing this product are chief 
engineer, superintendent and pur- 
chasing agent.—Johns Manville Co., 
New York City.—MILL SUPPLIEs, 
October, 1938. 


Hand Truck 


“a 





The “Lever-Lift” truck is designed 
to provide easy handling of long, 
heavy boxes, crates, vaults, caskets, 
shipping cases, etc., in factories, 
stores, terminals and warehouses. 
The truck is equipped with roller 
bearing wheels, and a self-locking 


| lever which controls the lifting and 


carrying bed. The operator pushes 
the truck against the box to be han- 
dled, tilts the box against the bed, 
then lowers the control lever which 
places the box in a _ semi-vertical 
position for transport. At destina- 
tion, the operator raises the control 
lever, which causes the truck bed 
to place the box on the floor in a 
vertical position. The truck is then 
moved backward and away from the 
box, for further use. The truck and 
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Stop and consider 





iT) ATLAS” 


You will have 


EASY OPERATION —plus 
POWER and SPEED 


Manufactured only by 


APPLETON -ATLAS CAR 


MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 


(Formerly—at 
Appleton, Wis.) 















DISTRIBUTORS 


@ Are you troubled by difficult 


sales problems? 


® Are you carrying the most up- 
to-date line? 
® Do you know WHO to Sell and 
How to Sell Them? 
Mill Supplies answers these 
questions and more every 
issue. 


The magazine for 


Distributors and 
their Salesmen 
eee 


MILL SUPPLIES 


330 W. 42nd St. New York City 
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its mechanical parts are so scien- 
tifically balanced that one man can 
handle long, heavy boxes weighing 
up to 900 lbs. which ordinarily re- 
quire two or three men. When load- 
ed, the box rests securely on the bed 
which is locked in position, practically 
eliminating all danger of those acci- 
dents caused by boxes slipping or 
falling off ordinary trucks. Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, superintendent and pur- 
chasing agent.—Wash Co., 720 N. 
Bowman Ave., Danville, Il].—MILi 
SUPPLIES, October, 1938. 


Bench Grinder 





A new No. 66 “Victor” bench 
grinder, 4 hp. motor, full ball bear- 
ing, 6-inch wheels, is now offered 
to the industrial field. The new 
grinder is particularly suited for 
general grinding, sharpening tools, 
buffing, polishing and wire brush 
work in garages and factories. Fin- 
ished in gray enamel, the No. 66 
“Victor” grinder is equipped with 
sturdy wheel guards, tool rests, tog- 
gle type switch, three-wire rubber 
covered cable, rubber feet, two grind- 
ing wheels, 6 inches in diameter. 
Primary buying officials to be con- 
tacted in introducing this product 
are superintendent, chief engineer, 
and purchasing agent. — Stanley 
Electric Tool Division, New Britain, 
Conn.—MILL SvupPLiEes, October, 
1938. 


Improved Snagging Wheel 


This recent improvement on the 
firm’s large hole high speed resinoid 
grinding wheels consists of two cir- 
cular steel flanges or plates perma- 
nently imbedded and bonded into the 
sides of the wheels immediately ad- 
jacent to and surrounding the center 
hole and lining a portion of it. This 
flange consists of a flat circular 
steel surface disposed flush in the 
side of the grinding wheel surround- 
ing the center hole, an edge flange 
lining a portion of the center hole 
and a portion extending into the 
grinding wheel itself parallel to its 
axis of rotation. Advantages claimed 
for such flanges include reduced 
wear on mounting flanges and mount 
center since steel fits against steel. 
Center hole dimension is held to 
more accurate tolerance providing 


4 STRONG combination 


An R & M Electric Hoist and 
a jib crane — costs little, 
does much. You know 
where good equipment like 
this can be sold... and our 
engineers stand ready to 
aid you in working out the 
details. Let's team up... 


you get the inquiry—we’'ll 


help you close it. 








ROBBINS & MYERS 


HOIST & CRANE DIVISION SPRINGFIELD, OHIO 





ALLIGATOR 


TRADE MARK REC. U.S. PAT. OFFICE 


STEEL BELT LACING 


Rocker Hinge Pin. 
L Separable joint. 


Made also in "Monel Metal” and non-mag- 
netic alloy for special service, and in long | 
lengths for wider belts. 


Great strength. 
Long life. 











Standard Boxes, 


Sold only through jobber-dealer trade channels. 


Sole Manufacturers 


FLEXIBLE STEEL LACING CO. 
4633 Lexington Street Chicago, Illinois 
In England at 15 Westmoreland Place, London, N. 1. 
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gou can get New Customers 
and Repeat Orders with 
the Quality "U-W” Line 
of Steel Products and 
Tackle Blocks 


@For more than 67 years, Upson- 
Walton mill supplies have been 
proving their dependability. That 
is why leading distributors feature 
this famous line . . . profiting from 
New customers and holding their 
old ones! 


Our newest literature should be in 
your files. Just drop us a line 
today. 


Established 1871 


Main Office and Factory: 1168 W. llth St. 
CLEVELAND, OHIO 











AMERICAN MWA CHINISI 


is read by the production executives who have 


buying authority in the metal-working industries. 

It has thousands more paid subscribers than any 

other publication serving this field. When 

manufacturers whom you represent advertise in 

American Machinist, they are giving you powerful 
sales assistance. 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 
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more perfect fit. Grinding wheels 
of this type find their application 
on the rough snagging operation in 
foundries and steel mills for clean- 
ing castings and billets on swing 
frame and floor stand grinders. 
These flanges are now available in 
wheels 24 in. in diameter, 3 in. 
thick with a 12-in. hole size. Pri- 
mary buying officials to be contacted 
in introducing this product are chief 
engineer, superintendent and pur- 
chasing agent.—Abrasive Co., Phila- 
delphia.—Miut Suppiies, October, 
1938. 


Electric Saw 


A new model portable electric saw 
of two-inch cutting capacity has just 
been added to the company’s line of 
tools. In design it incorporates sev- 
eral new features, including: tilting 
base for bevel cuts; oversize, excess 
powered universal motor; double 
pole; underwriters approved trigger 
switch; silent worm gear drive; and 
an automatic telescoping safety 
guard. Its light 18 lb. weight and 
nicely balanced handle position make 
it an easy tool for one-hand use. A 
64-inch combination rip and cross 
cut saw blade is supplied as stand- 
ard equipment, however it will also 
use abrasive discs for slotting brick, 
tile, ete. to equal advantage.—Pri- 
mary buying officials to be contacted 
in introducing this product are su- 
perintendent, plant manager and 
purchasing agent.—Syntron Co., Box 
D, Homer City, Pa.—MILL SuPPLIEs, 
October, 1938. 


Vertical Rules 














These rules have inch numbers on 
both sides placed vertically, i.e., run- 
ning perpendicularly from top to bot- 
tom (instead of the common way, 
horizontally left to right). With 
rule in either hand, vertical figures 
face the user directly when measur- 
ing upward or downward, yet are 
easy to read also when measuring 
right to left or left to right. The 
figures are never upside down to the 
user. Vertical ‘Red End” rules are 
offered in six-foot length, in white 
enamel finish, and in two types, No. 
V-66 with Outside Marking, that 
is with zero of both ends falling out- 
side when rule is closed, No. V-66F 
with Inside or Flat Marking, i.e., 
numbering commencing on _ inside 
face so measurement lies close to the 
work even with rule but partly open. 

Like all “Red End” rules these are 
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TORCHES 





No. 382A QUART SIZE 
THE MECHANIC’S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 


small size copper tubing work. 


No. 252 Flat Pint Tool Kit Torch. 
No. 308 Quart Size—With sub-flame 


for extremely cold or windy weather. 


No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 
DETROIT 


MICHIGAN 








The 


Line 


Dependable as Time! 


For 65 years the Lonergan 
name has been identified 
with the successful manu- 
facture of power plant 
speci: Ities—dependability 
throughout the years. 

Today there are highly 
profitable possibilities 
with the LONERGAN LINE 
anywhere in the Nation. 
You are wise in rec- 
ommending Loner- 
gan Pop Safety and 
Relie Valves, 
Gauges and other 
Specialties, for they 
have withstood the 
test of time. 


Write for Catalog, 
prices and complete 


information. 
Model “BOE” SPECIALTIES for 
team, Air and POWER PLANTS 


Pressure Gauges 


Standard Since 1872 


J. E. LONERGAN CO. 


215 RACE ST 


PHILADELPHIA PA 





| 


No. 99 Pint Size—Midget Flame for | 





rust-proof; have solid brass strike 
plates, preventing wear, solid brass 
lock joints, reducing end play and 
maintaining accuracy, sections of 
straight grain, tough and flexible 
hardwood, graduations, 16ths of 
inches, on both edges of both sides, 
superior, snow white enamel finish, 
and ends in gloss red, most striking 
and attractive. They are supplied 
either with or without folding end 
hook. Primary buying officials to be 
contacted in introducing this product 
ave plant manager, superintendent 
and purchasing agent.—The Lufkin 
Rule Co., Saginaw, Mich.— MILL Sup- 
PLIES, October, 1938. 


Wet Grinders 


These wet grinders are new to the 
industrial field and are entirely 
self-contained with built-in pump 
and large concealed reservoir. The 
splash bowls catch all water yet per- 
mit unusual freedom of operation in 
grinding long and odd shaped work. 
The same water is used over and 
over again, a separator removing 
the grit before returning the water 
to the reservoir. The separator is 
easily removed for cleaning and a 
large clean-cut hole permits flush- 
ing the reservoir. The self-priming 
pump is driven by V-belt from 
spindle. The flow of water is con- 
trolled by convenient valve on top of 
guard and adjustment of nozzle is 
fully universal, assuring a constant 
uniform stream of coolant directly on 
the work.—Primary buying officials 
to be contacted in introducing this 
product are plant superintendent, 
chief engineer and purchasing agent. 


—The Hisey-Wolf Machine Co., 
Cincinnati, Ohio.—MILL SUPPLIES, 


October, 1938. 
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ROTARY PUMPS—Three new 
bulletins on Roper Rotary pumps 
have just been issued. Bulletin No. 
R-511 illustrates and describes direct 
drive rotary pumps for hydraulic 
power transmission and general pur- 
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RUST-OLEUM 


THE MIRACLE PAINT 
OF MANY USES... 


This is a line with which any distribu- 


tor can make money. There is no end 
to the uses for this miracle paint. 


RUST- 
PREVENTIVE 





GALLONS OF ECONOMY 


It comes in all colors—also aluminum 
—and is heat resisting. Gives a 2 in 
| job. Covers twice the surface and 
lasts from 2 to 3 times longer than 
ordinary coatings. Can be brushed, 
dipped or sprayed on. Air dries in 
from 6 to 8 hours, depending on 
weather conditions. Arrests and pre- 
vents corrosion when properly 
applied. 


There is much more you should know 
about RUST-OLEUM—let us tell you. 
Write for literature. 


* 


RUST-OLEUM MUST BE G00D 10 
HAVE SUCH DISTRIBUTORS AS 


Grinnell Co., St. Louis, Atlanta 

A. Baldwin & Co., Ltd., New Orleans 

McGowin-Lyons Hdwe. Co., Mobile 

Pidgeon-Thomas tron Co., Memphis 

Pacific Mill & Mine Supply, Los Angeles, 
San Francisco and Fresno, Calif. 

Beveridge Supply Co., Montreal 

Shadbolt & Boyd Co., Milwaukee 

Crerar, Adams & Co., Chicago 

Louisville Mill Supply, Louisville 

Industrial Supply Co., Terre Haute 

Buford Bros., Nashville, Tenn. 

Noland Co., Chattanooga, Washington, D. C., 
Roanoke 

Standard Glass & Paint Co., Des Moines, 
Cedar Rapids and Waterloo 

Taylor-Parker Co., Norfolk, Va. 

C. D. Franke & Co., Charleston, S. C. 

The Glidden Co., Miami, Fla. 

Mine & Mill Supply, Lakeland 

Joiner Paint Co., Jacksonville 

Poat Belting & Mill Sup., Seattle 

Elvgren Paint Supply Co., St. Paul 

Pittsburgh Gage & Supply, Pittsburgh 

Industrial Supply, Richmond, Va. 

Western Chemical Co., Phoenix, Ariz. 

Stedall & Co., Ltd., London, Eng. 

Lawrie Bros. Ltd., Glasgow, Scotland 

J. F. Hargrave, Ltd., Wellington, New 
Zealand, and others 


Rust-Oleum Corporation 


1328-32 W. Grand Avenue 
CHICAGO, ILL. 














GLOBE 
KANRYTEX 


“A New GLOBE Product” 


A specially treated Solid 
Woven Cotton Belt for the 
Food and Canning Industry. 


Thoroughly proofed against 
moisture, fruit juices and acids. 


ls odorless and tasteless. 


May be washed with hot 


water or live steam. 


Especially adapted for sorting 
tables and for the carrying of 
fruits and vegetables. 


Write today for literature, 
samples and prices. 


GLOBE Woven Belting Co., Inc. 
Buffalo New York 











WiIREGRI 
BELT HOOKS 


have the blue aligning card that locks 
hooks in position—prevents hook loss from 
handling—prevents waste of short card 
ends. 
Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacing 
(for heavy drives and conveyor belts) 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 
Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
gi a "The Belt Lacing People” 
Ce 310 Loomis Ave. 
AG Chicago, U. S. A. 
' : \ \ Write for new 
catalog sheets 


pose. Bulletin No. R-9 illustrates 


and describes Roper steam jacket | 
rotary pumps for handling heavy 


liquids requiring steam to keep them 


at flowing state. Bulletin No. R-3 il- | 


lustrates and describes Roper rotary 
pumps for general use.—Geo. D. 
Roper Corp., Rockford, Ill. 


—A new 124-page catalog (No. 
G-384) covering this company’s com- 
plete line of variable speed control 
equipment has just been issued. The 
entire book is printed in two colors 
and each of the three sections is 
printed in a different color combina- 
tion for ready identification. 
chanical binding of the book permits 
the book to lie open perfectly flat. 
The book is bound in a heavy-weight 
black cover handsomely embossed in 
gold. More than 200 illustrations are 
used. Twelve pages are devoted to il- 
lustrations of installations and uses 
in many industries.—Reeves Pulley 
Co., Columbus, Ohio. 


HAMMER DRILL—Here is a lit- 
tle folder giving information on a 
hammer drill for brick, stone and 
concrete. Features of this hand 
drill and its operation are all con- 
tained in this small pamphlet to- 
gether with illustrations and list 
prices.—Diamond Expansion Bolt 
Co., Garwood, N. J. 


WET DUST COLLECTOR—Bul- 
letin 91, recently issued, covers this 
company’s “Centri-Merge” wet dust 
collector. In the bulletin, the opera- 


tion, application and features of the | 
| collector are brought out. 
bulletin, No. 90, titled “Dust Control” | 
| by Sly, gives an extensive resume | 


Another 


of cloth type filters, their application 


to many dust control problems, as | 


well as other general information 
concerning dust control equipment 
and installation. The bulletin is both 
informative and educational.—The 
W. W. Sly Mfg. Co., Cleveland, Ohio. 


DIESEL ENGINE—This new bul- 
letin covers this firm’s modern de- 
sign Diesel. Printed in two colors 
the bulletin is crowded with pictures 


| and is interesting reading. The con- 


structional features of this Diesel 
are well-explained. Other features 
of the new publication include inte- 
resting application pictures, princi- 
pal dimensions of the units and engi- 
neering data.—Chicago Pneumatic 
Tool Co., New York City. 


STEAM TRAP—In this new pam- 
phlet just issued, the construction, 
operation, capacities, outstanding 
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VARIABLE SPEED CONTROL | 


Me- 











BALL BEARING 
LOOSE PULLEYS 


yaaa, 


A PROFITABLE 
LINE TO SELL 


When you point out the distinct ad- 
vantages of Daggett Ball Bearing 
Pulleys to the user you will see what 
we mean by “a profitable line to sell." 
Every plant wants to save on shut- 
downs—on power costs, on oiling time 
and you can help them. If you want 


a profitable line to sell DAGGETT is 
the answer. 


CHICAGO PULLEY G&G 
SHAFTING CO. 


21 N. Des Plaines St. oti ier Velen i aa 


CLEMENTS 
CADILLAC 


LEADS IN 
SALES 








MONEY FOR YOU! 


The Clements-Cadillac Portable Electric 
Blower and Suction Cleaner leads the 
field only because of the recognition 
it has achieved through its reputation 
for quality and superior performance 
and —it’s always easier to sell the 
leader! Cleans motors, switchboards, 
generators, convertors, control boxes 
as well as all intricate machinery and 
equipment. Converts instantly into a 
Suction Cleaner or Sprayer. rite to- 
day for distributors terms and free 
trial offer. 


CLEMENTS MFG. CO. 
6656 So. Narragansett Ave. 
CHICAGO ILLINOIS 
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COLLIS 














MAGIC TYPE CHUCKS 
AND COLLETS 








Made from good 
grade of steel, hard- 
ened and_ ground. 
Easy to operate 
Can be used for 
drilling, tapping and 
reaming. 








Also manufacturers of drill sleeves 
and sockets, lathe centers, chuck 
arbors, drill drifts. We are pre- 
pared to handle all regular and 
special requirements of your cus- 
tomers. 





THE COLLIS COMPANY 
CLINTON, IOWA 














KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


Cost is only $1.00 
J per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors, Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber, Send your subscription in 
today. 


MILL SUPPLIES 





features and some typical installa- 
tions of this firm’s line of impulse 
steam traps are thoroughly dis- 
cussed. A handy little pocket size 
booklet containing all necessary in- 
formation on steam traps.—Yarnall- 
Waring Co., Philadelphia. 


SHAPER—“The new Atlas Shap- 
er” is the subject of Catalog 30 
issued recently by this firm. Close- 
up views of the most frequent shap- 
ing operations are presented along 
with complete construction details 
and technical specifications. This new 
shaper has a_ seven-inch stroke, 
standard bull-gear type drive pow- 
ered by V-belts, four speeds and five 
feeds in either direction—Atlas 
Press Co., Kalamazoo, Mich. 


CANOPY LIGHTS—In this new 
canopy catalog, No. M.L.-11, are de- 
scribed units from 20 in. long up to 
models 36 in. wide in continuous 
runs of any length. There are units 
for bench and table mounting, mod- 
els for overhead suspension, a new 
deluxe desk model and a portable 
unit on a 50-inch upright.—The Fos- 
toria Pressed Steel Corp., Fostoria. 


Ohio. 


GRINDERS—Bulletin No. 383, 
recently issued carries description 
and pictures of the entire line of 
electric grinders and abrasive cut- 
ting machines manufactured by this 
firm. Recently added to this firm’s 
line of hand grinder is the tool post, 
angle plate, aerial and_ internal 
grinders, which are illustrated in 
the bulletin.—Wodack Electric Tool 
Corp., Chicago. 


ETCHER—In this new folder is 
contained full information on the 
electric etcher and marker recently 
introduced by this company. The 
electric etcher is used like a pencil 
and easily writes, prints or numbers 
names, sizes and models and other 
information on metals, tools, parts, 
etc. Pictures and operating pro- 
cedure are well handled in this at- 
tractive little booklet.—Jdeal Com- 
mutator Dresser Co., Sycamore, IIl. 


TAP DATA—The purpose of this 
booklet is to place in the hands of 
the tap user a variety of useful in- 
formation in convenient form. Dis- 
tributors’ salesmen should find in 
this booklet much that will be of 
real help to them in solving their 
customers’ tapping problems. It is 
filled with valuable tapping data 
that makes possible a better knowl- 
edge of threading tools.—Winter 
Brothers Co., Wrentham, Mass. 





| JAEGER "BANTAM" 








(World's Champion 
Light-Weight Pump) 
In a class by itself for porta- 


bility and performance —a 
pump your customers need and 


will buy — a 
3 Semi- $ _ 
75 Steel 85 Alloy 
F.0.B. Factory Complete 
with Engine 
Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %4-1! 
H.P. ball bearing engine or 
electric motor that operates 
from light socket, Distributors 
are making big sales — winning 
new customers. Open territory. 

Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohlo 





—_Morgan 





Ulises 





Stationary Jaw and 
Stationary Base 














THEY HAVE WHAT YOUR 
CUSTOMERS WANT... 


STAMINA 


Your customers will show their 
reference because Morgan Vises 
ave what they want—stamina to 
stand constant hard usage and main- 
tain accuracy and precision. It's 
the “Plus Value” they want! Sell 
them Vises that are made right and 
uaranteed to be right—MORGAN! 
on’t miss this opportunity—write 
today. 








MORGAN VISE COMPANY 
108-112 N. Jefferson St., Chicago, Ill. 


330 W. 42nd Street, New York City SCREWS—Here is a carefully 


| designed catalog that is intended to 
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WITH GENUINE 


JACKSON belt fasteners 


*Industrial plants ‘using Jackson 
Belt Fasteners have the assurance of 
safety—protection against accidents 


and delays, for Jackson Belt Fast- 
eners positively will not pull loose. 
Users the world over will testify 


that these fasteners deliver perma- 
nent trouble-proof performance even 
under the most severe conditions, 

¢Distributors capitalize on Jackson 
quality, for Jackson Belt Fasteners 


create satisfied customers whose 
business is handled at satisfactory 
protit 


and other in- 
gladly be sent on 


*Samples, literature. 
formation will 
request 


ISAAC JACKSON BELT FASTENER CO. 


18 VESEY ST., NEW YORK 
BEWARE OF IMITATIONS 

















For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, 
Solders. 


Copper and Brass Fitting Solders. 


Meter and Drop 


Stainless Steel Solders. 
Babbitts (All Grades). 
Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 


. a 
<.. lardiner 
. 4 Cc (METAL CO. #7 


a 










2 


4833 So. Campbell Ave., Chicago, Ill. 


‘SOLDERS | 
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aid the mill supply man in quickly 
finding the desired information. No 
expense has been spared in prepar- 
ing this catalog and it is one that 
should prove useful to all distrib- 
utors. Besides dimensions and speci- 
fications on all products listed, 
photographs, both application and 
otherwise are included and varied 
data on use and of products is given. 
Practically all types of screws, bolts 
and nuts are listed in this catalog.— 
Continental Screw Co., New Bedford, 
Mass. 


PUMPS—“SSUnit” pumps were 
first offered to the public by this 
company in 1926. The firm has a 
complete line of these pumps rang- 
ing in size from the fractional horse- 
power 1 by {-in. size to the 6 by 5-in. 
size, capacities up to 1600 g.p.m. and 
taking up to 60 hp. motors. These 
pumps can be used for a great va- 
riety of pumping applications as are 
shown in bulletin No. 1653 and de- 
tailed description, performance 
tables, dimensions and cross sections 
are also given for convenience in 
selecting a suitable unit for the par- 
ticular requirement.—Allis-Chalmers 
Mfg. Co., Milwaukee, Wis. 


BRUSHES—In folder No. 38-91 
you will find an excellent assortment 
of brushes for all standard makes of 
boilers and furnaces. Price list No. 
38-910 which is included in the bul- 
letin applies to. all styles shown in 
the folder. Special types can be made 
to specifications or samples. The 
folder is handily punched for inser- 
tion in the salesman’s catalog binder. 
—The Milwaukee Brush Mfg. Co., 
Milwaukee, Wis. 


BOILER EQUIPMENT — A new 
price list, Form L14D, applying to 
the boiler service equipment de- 
scribed in Bulletin 260-B14B has 
just been issued by the turbine pump 
division of the Roots-Connersville 
Blower Corp. Prices are uniformily 
and several new sizes have 
been included, which widens the 
range of application for which these 
units have been especially designed 
and built.—Roots-Connersville Blow- 
er Corp., Connersville, Ind. 


lower, 


CONTOUR MACHINING — 
New information on filing and saw- 
ing speeds with contour machining 
is given in an illustrated folder re- 


cently issued. Radii accomplished 
with each of seven widths of saw 
blades, correct sawing and _ filing 


speeds for more than 48 materials, 
and other data on selection and use 
of the cutting tools employed for 
contour machining are given. Full 
size illustrations of the new saw 
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1905 1938 


Stran 


FLEXIBLE SHAFTS 
AND MACHINES 
OF HIGH QUALITY 





Maye Ye to 3 HP. 
THE LARGEST 
AND 


FINEST LINE 
IN THE WORLD 


TYPES 





PROMOTE 
THE SALE 
OF 
HIGH GRADE 
EQUIPMENT 
IT PAYS 





VC2-—-VC4 
OUR NEW 
CATALOG NO. 27 
NOW READY FOR 


DISTRIBUTION f 


N. A. STRAND & CO. 


MANUFACTURERS 
5001 No. Wolcott Ave., Chicago 


TA 





\ 






\ 


BOLTS ++ NUTS-«-= 
SCREWS + > WASHERS 


EVERDUR @ © COPPER @ @ 
BRASS © © BRONZE @ °@ 
MONEL « ¢ STAINLESS ¢ 


* Complete stocks and the ability 
and facilities to produce special 
orders promptly and satisfactorily 
make Harper your logical source of 
supply for items in NON-FER- 
ROUS metals. Your customers will 
appreciate the high quality of 
these products and return again 
and again thereby building your 
profits. Have you a copy of our 
catalog? 


























The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 












WY 


I] wn 


9 Ill 








Well Bought 
Half Sold! 





Consistent Profits 
for Cesco Distributors 


In the toughest times somebody sells somebody 
40 billions worth. The sales 
fellows who pick and handle the cream of the 
merchandise offered. 

This complete line of CESCO Industrial Safety 
Products—Goggles, impact and welding types— 
Spectacles—Dust Masks—Respirators—Emerg- 
ency Fume Kits—Helmets—etc. is truly half 
sold when bought. The line is attractive and 
rofitable to distributors. 
roposition. 


CHICAGO EYE SHIELD CO. 


2329 Warren Bivd. 


profits go to | 


Write for the Cesco 


Chicago, Ill. 








Non-terrous and Stainiess Steel 
For heating—cooling—condensing. High and low 


pressures. Any shape or size 
your customers’ needs 


ARTHUR HARRIS & CO. 
210-218 N. ABERDEEN STREET 


(formerly Curtis Street) 


CHICAGO, ILLINOIS 


Established 1884 


at us quote on 











blade and recently developed smooth 
cutting band files are also shown. A 
diagram of the automatic butt welder 
used to join the saw blade when mak- 
ing up bands or for internal cutting 
is provided as well as a _ skeleton 
photograph of operating parts.— 
Continental Machine Specialties, 
Minneapolis, Minn. 





EXECUTIVES— Such constantly 
changing factors as markets, com- 
petition and buyers’ needs, call for 
continuous study of the sales man- 
agement function according to 
“Functions of the Sales Executive” 
a report based upon a survey made 
by the Metropolitan’s Policyholders 
Service Bureau of the practices and 
experiences of 120 manufacturing 
concerns. The scope of the sales 
management function is discussed 
under four general divisions as in- 
cluding relating to (a) the 
sales program, (b) the product, (c) 
the market and other “outside” fac- 
tors, and (d) the sales organization. 
—Policyholders Service Bureau, Met- 
ropolitan Life Insurance Co., New 
York City. 


those 


DIESELS—In a new illustrated 
bulletin directed to municipalities, 
industrial plants, and general power 
users, this company describes its 
latest type “BB” line of vertical di- 
rect-injection diesel engines. Com- 
plete specifications of the BB engines, 


together with an interesting sec- 
tional view describing in detail the 
important features of design, are 


contained in the new 
Worthington Pump & 
Corp., Harrison, N. J. 


bulletin.— 
Machinery 


DIE CASTINGS — Latest bulle- 
tin published by this company con- 
tains complete data on pulleys, flexi- 
ble couplings, pillow blocks, shaft 
supports, shaft collars, universal 
joints, mandrels, gears and other 
items. Diagrams and specifications 
are included for all items listed. In- 
side pages of the catalog may be 
detached and inserted in the sales- 
man’s catalog binder. Pages are 
punched.—Chicago Die Casting Mfg. 
Co., Chicago. 


SAWS —A page of action shots 
showing portable electric saws doing 
all types of work is the latest publi- 
cation of this firm. The catalog in- 
tended for salesmen is punched for 
insertion in the catalog binder and 
contains some exceptionally fine pic- 
tures of the company’s products in 
use. With this picture page is some 
timely ideas on the many uses of 
saws for both the contractor and in 
the industrial plant.—Stanley Elec- 
tric Tool Division, New Britain, 
Conn. 
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The Load is always Centered 
on the chrome 
molybdenum -% 


float 








; 
The 11° float of the Dgpp, Forged, 
heat treated, steel Cap peodgces Self 
Leveling or Alignmenfot the load. 


The centralized Ball definit 


. Reduces friction - | \ 


1 


2 
3 
4 


Templeton, Ke 


Stocked by Jobbers in’ every GH 
Sta 


. Increases lifting capacity 


. Eliminates twisting er creeping | 


. Reduces man hours= } 


Manufactured qtclusive) by 


Bulletins cheeffully furnished 


ates, Canada and inhumerablel 


Another Dependable 


Simplex Jack 


THESE FAMOUS 


VICTOR 


BELTINGS 


me annan- 


"EASTON" Solid Woven Cotton Belt- 
ing. Economical . strong. . . 
recommended for all kinds of light 
conveying. Widest range of sizes 
available. 


““AMPERE" Canvas Stitched Belting. 
Ideal for both industrial and agricul- 
tural purposes. Furnished in red, 
black, or paraffin treated. 


"VICTOR" Balata Belting. The best 
obtainable . . . for driving, convey- 
ing, and elevating. 

Also: ''Foodtex'’, the new sanitary con- 
veyor belting for the food industries; 
"Penntex'' for special power drives. 
"“Weartex" for economical conveying 
and elevating; and many well-known 


Victor Belts and Specialties. Write for 
particulars. 


VICTOR 


BALATA & TEXTILE BELTING CO. 
53 Park Place, New York 
345 W. Hubbard St., Chicago. 
Factory, Easton, Pennsylvania 


in the United 
in countries, 


y/& Co. ins Chicaga 














FOR 
PROFITS 


COATED ABRASIVES 
BY CLOVER 


THE 
COLOR-STRIPE 
LINE 


FLINT 
EMERY 


ALUMINUM 
OXIDE 


SILICON 
CARBIDE 


GARNET 


SUPPLIED IN 
SHEETS, ROLLS 
BELTS and DISCS 


Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
and, once tried, will never be 
satisfied with the ordinary 
kind. 


It's not the first sale but the 
repeat business that brings 
real profits. You get it with 
the Clover line. 


* * x 


CLOVER MFG. CO. 


NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 
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